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President Paul V. DeVille, DeVille Lumber Co. 


BURROUGHS ACCOUNTING MACHINE REDUCES 
ENTIRE ACCOUNTING TIME 50%, AUTOMATICALLY 
PROVIDES SALESMEN’S COMMISSION FIGURES 


The seene: The DeVille Lumber Company, Canton, Ohio. The jebs: Payroll, accounts 
payable, accounts receivable, general ledger and journalizing. The equipment: 
Burroughs F 300 Accounting Equipment. The results, according to Mr. Paul V. 
DeVille, president: ‘“The biggest contribution made by 
our Burroughs equipment is its precise handling of our 
salesmen’s production records. The F 300 furnishes a 
complete breakdown by sales per salesman, together with 
consistently accurate commission figures—all as an 
automatic by-product of our general accounting oper- 
ation. Other major F 300 accomplishments include an 
estimated 50% time savings for our entire accounting 
operation, complete data of monthly condition for 


management, and proof-to-the-penny accuracy.” 
Burroughs—TM 


DeVille Lumber is one of many building supply 
companies helped to new accounting efficiency by 


Burroughs office automation equipment. For Burroughs 


details, action—and results—call our nearby  Burrougns 


branch now. Or write Burroughs Corporation, mA 
sol Corporation 


Detroit 32, Michigan. 


“NEW DIMENSIONS | in electronics and data processing systems” 
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Flintkote Salesman, Carl Johnson, says... 


“Flintkote Shurlok 
shingles with ‘double 
coverage’ give you a big 
bonus when selling 
homeowners!” 


“Today’s buyer is a wary customer,” says 
Mr. Johnson. “He’s not sold on beauty. 
alone. In the final analysis, sound con- 
struction usually closes the sale. 


“Take Flintkote Shurloks for example. 
They’re colorful and beautifully patterned 
for eye-appeal. But point out their 
‘Double Coverage’ feature. Show how the 
distinctive tabs are self-locking at 4 vital 
points to form a secure, integrated roof 
that resists the most blustery weather . . . 
gives long trouble-free service. It’s this 
extra margin of safety that gives you a 
big bonus in selling . . . makes it easy to 
convince prospects on the sound construc- 
tion and resale value of your homes. 
“You'll find Double-Coverage Shurloks 
are economical and easy to apply and, of 
course, meet FHA requirements for new 
construction. Another feature: Shurloks 
are fire-resistant and they have the Good 
Housekeeping Seal of Approval.” 
Flintkote Double-Coverage Shurloks come 
in a variety of pastel tones and color 
blends. In the Midwest and South, with 
an attractive cedartex pattern—in the 
East, with a smooth finish. Smooth Finish 
White is available everywhere. 
For details and literature, see your 
Flintkote Representative. You'll find he 
gives you “double coverage”’ with his spe- 
cial attention and the full Flintkote line. 
The Flintkote Company, 30 Rockefeller Plaza, 
New York 20, N. Y. 

® 


FLINTKOTE 


America’s Broadest Line 
of Building Products 
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“When it comes to WOODWORK-—- 


HOME PLANNING CENTER 


there’s always money 
available for a quality product”’ 


Floyd W. Sedlmayr, Jr., Assistant Vice President and Manager of Loan 
Processing Department, Chicago Federal Savings and Loan Association. 


“As a lending institution, the quality of the building materials which go 
into the construction of a home or multiple family dwelling are of prime 
importance to us. 

“Quality wood windows and other quality woodwork items are indications 
to us of lasting value,’’ Mr. Sedlmayr states. 

The financing institution of your choice will also be aware of the importance 
you attach to quality if you use Ponderosa Pine Woodwork and Wood 
Window Units bearing the AWWI Seal. 


BEST BUILDER'S GUIDE TO WINDOW QUALITY 


FABRICATOR ATA ON os oss NO. 000 
American W000 WINDOW Institute 


CONFORMS - UNITED STATES COM. 











The American Wood Window institute Seal on Windows is your guarantee that they conform to the specifications 
of F.H.A. s'andards and are: 

Correctly dusigned e Preservative treated e Properly balanced e Properly constructed « Made from carefully selected 
kiln-dried lumber e Efficiently weatherstripped. 


BECAUSE WOOD !S SO GOOD TO LIVE WITH 


e 
Vindowta Vhs WOODWORK 


An Association of Western Pine Producers and Woodwork Manufacturers 


39 S. La Salle Street ° Chicago 3G, Illinois 
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Starting January 2, 1961, American Lumberman 
And Building Products Merchandiser 
Changes Its Name to: 


Building 
NMiaterials 


MERCHANDISER 


—A new name for an old friend, in keeping with our editorial 
coverage of new and better ways to profitably distribute all 
building materials, including lumber and wood products, and to 
accurately describe the remarkable and increasing stature of you, 
our readers, as creative merchandisers. First issue of Building 
Materials Merchandiser: Jan. 2, 1961. 


Mes 


“DSC” means Dealer Sales Control, a 
phrase coined by this magazine to focus 
attention on the most profitable business 
methods used today by dealers and 
wholesalers. It is one of the permanent 
management principles which guide the 
editors in reporting and interpreting in- 
dustry trends. 
Controling the sale at dealer level can 
stem from land control, prefabing, fi- 
nancing, Home Center stores, strong re- 
tail advertising, installation services, sales 
of new homes or remodeling packages to 
builders or consumers. 

DSC means product brands and specifica- 
tions controlled by the dealer. 
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MAKE MORE MONEY ON THE SIDE 
WITH RUBEROID DURA-COLOR SIDING 








RUBEROID’S NEW DURA-COLOR DURA-COLOR SAVES TIME AND RUBEROID PRE-SELLS yourcustom- 
Clapboard siding is revolutionary. It MONEY. Goes up in a hurry—48-inch ers with full-color ads in Life, Saturday 
builds permanent beauty into a house lengths cut application time and costs. Evening Post, Look and Better Homes & 
without building up costs. No painting is Autoclave process prevents shrinking Gardens. For full information, see your 
needed. Color is now sealed in—preserved and warping. Completely washable, rot- RUBEROID representative or write: The 
in lasting plastic. Can’t fade or peel. proof, termite-proof and fire-resistant. RUBEROID Co.,500 Fifth Avenue, N.Y. 


RUBEROID | 


HELPS YOU BUILD...BUSINESS! 
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PERSONAL VIEWPOINT 





Necessity is the Mother of Profits 


There’s nothing to compare with competition to drive a man into 
making money. 


That may sound like a schoolbook maxim. But it’s a maxim that 
has literally come true in recent years among lumber and building 
materials dealers in the state of Ohio. 


For a variety of reasons, Ohio dealers were among the first to feel 
the prongs of two new types of competitors—specialized prefabricated 
home manufacturers and giant cash-and-carry operators. 


Ohio was an early center for prefabing. When their systems finally 
began making headway, these firms naturally grabbed for sales near 
home. 


Because Ohio was prosperous and blessed with a balanced mixture 
between city and rural markets, here, too, came the new cashway yards. 


About four years ago, this competition began to be felt by estab- 
lished dealers. By 1958, the average net profit (before taxes) of all retail 
lumberyards in the state was down to 2.54% of sales. Small yards 
(volume under $130,000) earned only 0.60% profits on sales that year. 
Many dealers suffered losses. A number of yards went out of business. 


Thea, with survival at stake, Ohio dealers started to use the com- 
petitive advantages that every hometown dealer has at his command. 
They started to use “DSC” (Dealer Sales Control). 


Some dealers became prefabers of components or brand-name homes. 
Some launched land programs. Some opened cash yards. Some became 
builders. Many took on packaged farm building franchises. Others ac- 
quired prefab home franchises. 


New stores were built, with complete specialty lines and hardware. 
A state mortgage financing corporation was formed among dealers. 
Lumbermen boned up on advertising techniques. Yards were revamped 
for fork lift trucks and other mechanical handling machines. 


The result? In 1959, the average net profit on sales for all sizes of 
dealers came to 3.76%. What’s more, the small yard group came 
through with a 5.94% net profit on sales—compared to 0.60% the 
year before! 


The average profit percentage for all dealers in the state is still 
below the 1956 figure of 4.78%. And dealers whose volume lie between 
$130,000 and $750,000 still can’t move above 3% profit. But, a suffi- 
cient number of lumberyards achieved excellent results last year to 
prove that new and aggressive competitive can be met successfully by 
hometown dealers, anywhere. 


—THE EDITORS 





NOW ONE MIRACLE PAINT 
DOES A WHOLE HOUSE 


Sell one perfect paint for all exterior surfaces 
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MASONRY AND CONCRETE 
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SBESTOS SIDING AND SHINGLES 


ALUMINUM 
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NEW ACME LATEX HOUSE PAINT 


16 WAYS BETTER 


Longer Life—Tests for years around 
the world prove its superiority. 

New Toughness and Flexibility —With- 
stands punishment that breaks down 
ordinary paints. 

Blister Resistance—Breather-type 
paint permits water vapor to escape 
without breaking paint film. 

Fume and Mildew Resistance— With- 
stands fumes and mildew. 

Alkali Resistance—Unaffected by al- 
kali due to its chemical formula. 
Low-Chalking 

Easy Washing—Its tight smooth film 
sheds dirt that clings to other paints. 


Easier to Apply—Just seems to slip on 
without any tiresome effort. 


Brushes, Rolls or Sprays 
No Brush Marks or Sags 


Paint Early or Late—Sun and damp 
can’t harm it. 

Uniform Low Sheen—Never glossy— 
hides surface defects. 


Dries in Minutes— Dries before any- 
thing can mar its surface. 

Clean Up with Water 

Fade and Stain Resistant Colors— All 
colors, even pastels, are permanent 
and stain resistant. 


Brilliant White— A new white that stays 
white . . . makes all others look gray! 





THE BEST IN 


OIL BASE PAINT, TOO! 
look . . 





A quality standard for 75 years, Acme 
New Era House Paint gives a bright new 
. available in 72 decorator colors. 
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Detroit, Mich. «© 


Here’s how we'll help you sell this great 
new paint: You’ll get a complete kit 
of dealer helps especially designed to 
sell Acme Quality Latex House Paint. 
You’ll get color cards, counter book 
page, point-of-purchase color card, 
colorful store and window banners. 
You'll get a giant eye-catching mobile, 
newspaper ad mats, radio and TV 
spots, and a special lapel ribbon made 
of latex. 


Be the first with the newest and best. 
Millions of paint customers will be 
reading about new Acme Quality 
Latex House Paint in national adver- 
tising. Be sure it’s on your shelves 
when they ask for it! 


ACME QUALITY PAINTS, INC. 


Better Looking Every Way! 


Garland, Texas © Burbank, Calif. 





NEW 
DEVELOPMENTS 


YOU CAN EXPECT A STEP-UP IN SALES PROMOTION PROPOSALS coming over your 
desk this winter. Reason: Building materials and specialty 
manufacturers, who are squeezed in housing dip this year, are 
developing a galaxy of promotion plans, aimed at retail lumber 
dealer tie-in. 








Dealers will toss many of these "amazing" promotion campaigns 
into the waste basket ... if you used every manufacturer's 
promotion plan you wouldn't have time to run your business. 
But, out of the bunch will come some soundly-conceived and 
permanently helpful merchandising programs for dealers. 


Example: A major aluminum producer will announce a year-long 
home remodeling promotion, which the producer will take to 
local level, advertising in hometown newspapers. 

Test for program is being conducted now in Indiana. 








Such aggressive promotion ideas by the aluminum companies for 
dealers have built a fire under lumber and wood products mar- 
keting people. Special meeting in Portland last month was 
called to discuss how lumber associations can more effectively 
coordinate promotions in view of strong metals merchandising. 








The upshot of this meeting will be more and better sales pro- 
grams exposing retailers to benefits of selling and using wood 
products. Prime example is Southern Pine Association's new 

program which helps to get dealers into roof truss manufactur- 


ing-~using Southern Pine, of course. 











The National Lumber Manufacturers has been considering (but 
not as yet approved) an engineered prefab house promotion pro- 
gram. Lumber dealers would fabricate panels for the homes, 
which would be strongly advertised by NLMA. If approved, this 
plan would really help dealers control new home sales; create 
big-ticket: store traffic; help counteract aggressive pro- 
motions by aluminum producers. 








Another sales promotion idea, the "Project A" national magazine 
advertising plan proposed by the National Retail Lumber Dealers 
Association, has met with some dealer resistance. Reason: Most 
retailers say $600 is too much outlay to get their name in a 
national magazine. 


Dealers tell A.L., when asked about "Project A": "We need 
promotion assistance in our own town, in our local newspaper, 
at our own yard and store." 











DECLINE OF HOUSING THIS YEAR is one reason many manufacturers are giving 
renewed attention to lumber and building materials dealers, 
who hold the key to home improvement sales. 


The big tract builder has some of his glamour worn off; the 
consistent sales achievements by dealers in new homes and re- 
modeling have saved many markets from total collapse this past 
summer. In other words, although sales are off compared to 

Turn page for continuation 
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NEW DEVELOPMENTS (begins on page 9) 
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1959, most dealers are relatively better off than builders and 
contractors. It's the home improvement and industrial busi- 
ness that makes the difference. 








Hope for a better home building year in 1961 is buoyed by 
August rise in starts--8% over July. Housing Administrator 
Norman Mason says that this means a “bright outlook” for hous- 
ing during balance of this year and into 196l. 


But, the August starts still trailed the same month in 1959 

by some 12%. Any big upturn still remains unlikely. 

Despite "sticky" sales generally, some dealers are stacking up 
sales and profit increases. Example: Sample survey of Wis- 
consin lumbermen last month showed half the yards with sales 
above 1959; half the yards below last year. 


MORE HELP FOR DEALER SALES CONTROL--FHA commissioner Julian Zim- 
merman will resign from Government post to head up Lumbermens 
Investment Corporation of Texas, the mortgage financial arm 
of the Texas dealer association. 























With Zimmerman at the helm of this dealer-owned financing 
corporation, new sources for secondary mortgage purchases will 
become available. This means that LIC can expand into other 
states, such as Illinois. 


LOOK FOR FEDERAL TRADE COMMISSION TO BAN "DECEPTIVE" PRACTICES in the 
aluminum siding field. 


At the request of the Aluminum Siding Association, FIC called 
a trade practice conference in Chicago last month. The con- 
ference cleared the way for new rules by FTC pertaining to 
aluminum siding, which is rapidly becoming a "staple" for lum- 
ber and building materials dealers. 


Based on existing laws, FIC will issue an informative document 
telling the aluminum siding industry about penalties for un- 
lawful pricing, bait advertising, deception, false "gift" 
offers, etc. 


The Justice Dept. is also keeping an eye on the building 
materials industry. It is trying to dissolve the Memphis 
Durable Building Materials Council, Inc., and force eight mem- 
ber dealers to issue new prices based on cost without con- 


sulting one another. 


Both the council and the eight dealers have been indicted on 
charges of fixing prices of cement and ready-mixed concrete. 


BIGGEST VICTORY FOR DEALERS, BUILDERS during the last Congress was burial 
of the bill to legalize secondary boycotts on construction 
sites. Its blockage saves lumber dealers from unwarranted 


"outside" labor problems. 


Bills to broaden minimum wage coverage to retailers were also 
deadlocked, bringing another sign of relief from cost-purdened 
building materials dealers. 


But you can be sure that similar drives to legalize secondary 
boycotts at building sites and to extend coverage of minimum 
wage legislation will meet the new Congress in the spring. 
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Sawing skill at the mills gives WPA lumber 
the quality your customers know 


Here’s a critical moment in the manufacture of lumber — critical for the mill, 
for you and for your customers. How the sawyer cuts each log into boards 
and framing lumber bears directly on the quality of each piece —as well as 
upon the yield of the log. 

Properly turned cuts are taken from each side, the log is worked down 
with knot angle, grain and growth rings as signal guides. Such care means 
straight, flat lumber with maximum stability...the best type of man-made 
quality you can buy. 

Inherent, natural qualities in the eleven Western Pine Region lumber 
species are ideal for every building need. For information about them, write 
Western Pine Association, Yeon Building, Portland 4, Oregon. 


Western Pine Association 
member mills manufacture these woods to hig/ 
standards of grading and measurement. . . grade 
stamped lumber is available in these spe 
PONDEROSA PINE / IDAHO WHITE PINE / SUGAR PINE 
DOUGLAS FIR / LARCH / WHITE FIR 
ENGELMANN SPRUCE / LODGEPOLE PINE 
INCENSE CEDAR / RED CEDAR / WESTERN HEMLOCK 


TODAY'S WESTERN PINE TREE FARMS ARE GROWING TOMORROW'S LUMBER 

















SUGAR PINE—this superb wood pos- LARCH—a dense wood, straight-grained, 
sesses famed workability. It is uniformly strong, tough, and durable. Outstanding 
sized and high in stability. As interior for structural use. Its scuff resistance 
woodwork, it provides great beauty in joins natural beauty to make it ideal 
natural or color finishes. interior paneling. 
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RED CEDAR—durable, one of the most 
dimensionally stable woods. Tints hand- 
somely and is highly workable. In smooth 
or rough surfaces and a variety of patterns, 
is excellent for siding and sheathing. 











LODGEPOLE PINE—an ideal interior 
paneling wood with small, tight knots and 
a satiny finished surface. Handles easily 
and holds nails well for sheathing, siding 
and subflooring. 
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HERE’S WHERE 
HERTZ LOCAL SERVICE PAYS OFF! 











NO INVESTMENT...NO UPKEEP 


LEASE HERTZ 











When you lease trucks from Hertz you benefit from 
the convenience and efficiency of the fully-staffed, 
fully-equipped Hertz local truck stations throughout 
the U.S. and Canada. Hertz Truck Lease Service not 
only puts your truck operation on a new, high level of 
efficiency . . . it also helps you “‘find’”’ new money for 


special equipment, office or plant expansion, and 
inventory. 


Hertz gives you cash for your present trucks. You 
get new GMC, Chevrolet or other sturdy trucks of 
your choice —all bearing your company identification 
—all custom-engineered to your specifications. Or 
your present trucks can be reconditioned and leased 
back to you. Either way, you’re out of the truck and 
repair business. And you’re back in your business 
full-time with new found capital that’s ready to work. 





Just one budgetable check per week includes these 
Hertz services: complete truck maintenance, garag- 
ing, washing, licensing, insurance, and emergency 
road service. Hertz will also provide needed replace- 
ment trucks—and extra trucks for peak periods. 


Hertz gives you more—much more! You benefit too 
from the experience of the oldest, most respected 
name in truck leasing. For additional information 
about this valuable service, call your local Hertz 
Truck Lease office and ask for a Hertz sales engineer 
to show how Hertz Truck Lease Service can help you. 
Or write for booklet —‘‘How To 

Get Out Of TheTruck Business’”’ E R 4 
—to: Hertz Truck LEASE, 660 H 

Madison Avenue., NewYork 21, Mity-ler alae 

N. Y., Dept. T-10. 


» Rm: sep. 
=. ) 











HERTZ ALSO RENTS 
TRUCKS BY THE HOUR, 
DAY OR WEEK 
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new construction field: Get more 


Ni4 





With daily Dodge Reports 


DODGE REPORTS are individual building project 
reports. They’re mailed to you daily. You get REPORTS 
on just the types of building for which you carry mate- 
rials. They give you advance information on who’s 
going to build what and where, in the area where you 
do business ... whom to see ... when bids are wanted 


... who’s bidding... who gets the awards which offer 
you opportunities to get orders. 

When you use DODGE REPORTS, you always 
know what’s coming up. You concentrate on business 
you know will be profitable. If you operate anywhere in 
the 37 Eastern states, you need DODGE REPORTS. 


SEND FOR THIS FREE BOOK e 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. AL-100 


Send me the booklet “How Material and Equipment Firms Get 
More Business in New Construction” and let me see some typical 
Dodge Reports for my area. I am interested in the general markets 


checked below. 


() House Construction () General Building 
[] Engineering Projects (Heavy Construction) 


Area 


F.w. DODGE 





Nome 


Dodge Reports 





Cc 








r 


Address 





City 


<< Se ee eee ee ee ee 








another first from Bilf=Well 
ty Caradco 





This concealed hinge 
is one of the many 
outstanding features 
of the BILT-WELL 
Casement Window 

















Permits unbroken exterior 
x lines. Window can’t sag or pull 
\ loose. It’s tamper-proof, too! 


= -— 
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The First Truly Modern 
Wood Casement Window 


A casement that incorporates ai/ the latest The BILT-WELL Line of Building Woodwork — 
° * ° ° . ° WINDOW UNITS, Double-hung, Aw ¥ 
thinking m fenestration engineering aia Basement. CABINETS, ‘<caen 
Multiple-use, Wardrobe, Storage, Vanity-Lav- 

atory. DOORS, Exterior, Interior, Screen and 


Insist on these BILT-WELL Features: Combination. 


1, Double weatherstripped for lowest 5. Three glass widths: 16", 20” and 24” 
heating and cooling costs. and five glass heights: 24”, 32”, 36”, 


2. Unitized sill construction facilitates 48" and 6. 
groupings. 6. Gold-tone finished operators, 
locking handles, storm panels and 


manufactured by 
CARADCO, Inc. 
Dubuque, Iowa 





Visit Booth 109 
3. Nylon bearings, stainless steel track, 


cadmium-plated steel hinge arm. er 
7. Single or double insulating glass. ea re L Dp A 


4. Angle and radial bays from stock 


parts. 8. Dove-tailed frame joints. Show 


NOVEMBER 13-16, 1960 


Brooks Exhibit Hall 


San Francisco 


BILT @ WELL 
There's more to sell with Goowe worn Sy Caradco 
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30,000 People Visit Lumber Dealer's 
Prairie Lady” Prefab Model Home 


¢ Smartly styled prebuilt model home for the atomic age 
won high interest among rural folks at this year’s Farm 
Progress Show. 

* Model was custom fabricated for farm family by GBH- 
Way Homes, prefab offshoot of Gonigam, Bass, Hill 
Lumber Co., Walnut, Ill. 

The seven-room. house will be promoted by GBH-Way 
Homes through its midwest network of over 100 fran- 
chised dealers as a brand name Home-Way package. 


= an) ee ee oma tet 


“ATOMIC PRAIRIE LADY” for 1961, one of 36 basic home designs offering many 
variations in GBH-Way Homes, Inc., Home-Way house line. The fabricated package 
for this model sells for $9995. Walls, interior partitions and gables are prefabri- 
cated; weather-stripped windows are hung in wall panels; exterior doors are in- 
stalled in weatherstripped frames with storm-proof thresholds. Trusses are preas- 
sembled; sills, notched roof rafters and window trim are precut for the package. 


BALTZ FARM, NEAR Jo.ier, ILL. 


REFABING AMONG DEALERS 

got a big shot in the arm with 
the introduction of an “Atomic Prai- 
rie Lady” model home at the three- 
day Farm Progress Show held here 
late last month. Over 30,000 rural 
folks jam-packed the prebuilt farm 
and countryside home to inspect the 
latest building materials and design 
ideas used in the model. 

The seven-room, three-bath buff- 
brick and Lannon stone house was 
custom fabricated by GBH-Way 
Homes, offshoot of Gonigam, Bass, 
Hill Lumber Co., Walnut, Ill., to fill 
the needs of the Donald Baltz farm 


SIGNS showing names of manufacturers 
whose products were used in the con- 
struction of the ‘Prairie Lady’’ were 
strung along backyard of model. ‘House 
hunters’’ were introduced to a fallout 
shelter located below rear patio above. 
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FIELD ENGINEER George E. Gonigam of 
Home-Way design department helped to 
plan the ‘Prairie Lady."’ In his files are 
over 4,000 individual Home-Way floor 
plans. 


family. The Baltz farm was this year’s 
show site. 

The “Atomic Prairie Lady” is be- 
lieved to be the first home to be com- 
pletely lighted, heated and powered by 
current flowing from Commonwealth 
Edison’s new atomic-reactor genera- 
tors. It is an all-electric Gold-Medal- 
lion home. 

“It is valued at $30,000, exclusive 


of lot and furnishings,” said Leslie 
D. Renner, who directs GBH-Way 
Homes advertising. 

GBH-Way Homes is one of the 


oldest home manufacturers in the 
country. It was founded in 1940. 

“Today, after 20 years of suc- 
cessfully manufacturing custom-built 
Home-Way homes from conventional 
building materials, our dollar sales 
far outpace the total dollar volume of 
our 60-year-old retail lumberyard from 
which we grew,” says Renner. 

Eight partners of Gonigam, Bass, 
Hill Lumber Co. retail yard and their 
families own GBH-Way Homes. Of- 
ficers of the prefab firm are: Glenn 
Bass, chairman of the board; Cliff 
Hill, president; George Gonigam, sec- 
retary-treasurer; Wallace Bass, vice- 
president; George E. Gonigam, de- 
signer; Leslie D. Renner, advertising 
and designing; Glenn Gonigam, 
Charles Hill and Francis Bangtson, 
stockholders. 

The prefab firm has attained an 
annual sale of 400 or more packages. 
These include houses, farm buildings, 
motels, churches, schools and restau- 
rants. 


Promotion, This is the fourth year 
GBH-Way Homes has participated in 
the Farm Progress Show and it is 
the fourth “Prairie Lady” model pre- 
built by the prefab firm. 


Production. “Our prefab operation 
has grown in size and volume to the 


ADVERTISING is directed by Leslie D. 
Renner. His biggest promotion is around 
the ‘Prairie Lady’’ model, which his 
firm custom fabricates each year for the 
Farm Progress Show. 


Courtesy, NuTone Stereo-Intercom 





STEREO MUSIC SOUND powered by cur- 
rent coming from an atomic-reactor gen- 
erator is one of many electronic wonders 
in model home, which also is lighted and 
heated by the power of the atom. 


of factory package above began at 8:00 a‘m. Precut sills and joists were placed di- 
rectly on foundation; subfloor panels laid. Walls were up before noon; last rafter 
completing framing was put into place at 3:00 p.m. Trusses were tipped from inside 
house. By 5:00 p.m., “Prairie Lady’’ was under cover with plywood roof sheathing 


panels applied. 


extent that our shop now keeps a 
crew of 40 men busy the year 
round,” Renner says. 

“We can prefab a house package 
in three to four hours per jig, using a 
crew of two men,” he added. 


Prices. “Retail prices of our pack- 
ages range from $2,800 to $10,000 
f.o.b. Walnut,” Renner states. All 
Home-Way packages are prefabed in 
the Walnut plant. 

“We require cash in full with or- 
ders; or 10% cash with order, balance 
on delivery,” he explains. 

Home-Way packages are sold ex- 
clusively through 100 franchised 
Home-Way dealers, including retail 
lumberyards, contractors and real es- 
tate brokers, located in six midwest- 
ern states. 


Brand name tiein. Over 24 build- 
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ing materials firms whose products 
were used in the “Prairie Lady” mod- 
el home also had displays in a near- 
by exhibit tent. 


Brand name products used in the model 
included: Weyerhaeuser 4-Square lumber; 
Insulite Triple XXX sheathing; Conco 
Ristokrat brick and Lannon stone; VU. S. 
Plywood’s Weldwood roof sheathing; 
Barrett Storm-King asphalt shingles; 
Pittsburgh Twindow insulating glass; 
Rock Island’s Rimco windows with storm 
sashes; Certain-teed insulating board; 
Owens-Corning Fiberglas. 

Insulite acoustical tile; Weyerhaeuser 
Loc-Wall paneling; Dexter locks and 
door hardware; Warp Brothers’ poly- 
ethylene sheeting; Unique window bal- 
ances; U. S. Plywood African hardwood; 
Bruce prefinished oak strip flooring; 
Brammer kitchen cabinets; NuTone in- 
tercom, door chimes, range hood and 
kitchen power work center; Ward’s Sign- 
ature line of kitchen appliances; and 
Andersen casement window. 
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WHAT MAKES A 
CALCULATOR 
ACCURATE? 


We're proud of the mechanical accuracy 
of the Friden fully automatic calculator. 
But neither it nor any other calculator can 
get a right answer from a wrong entry. 
The calculator that allows the smallest 
margin for operator error will actually 
prove to be the most accurate. 

The Friden SBT requires fewer manual 
keystrokes, fewer operator decisions than 
any other calculator on the market* In 
terms of day-to-day output, this makes it 
the most accurate calculator you can buy. 
For a no-obligation, ten-minute demon- 
stration of “The Thinking Machine of 
American Business,” call your Friden 
man or write: Friden, Inc., San Leandro, 
California. 

*This is PRACTIMATION: automation 
so hand-in-hand with practicality there can 
be no other word for it. © 1960 reiven, ine. 


= lriden 


FRIDEN. INC., SALES, INSTRUCTION, SERVICE 
THROUGHOUT THE U.S. AND THE WORLD, 
Circle No. 10 on Handy Cover Card 
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Launches Contest to Name "X’-Siding 


CuHicaGo—Prime purpose of a 
new, prize-loaded contest sponsored 
among home builders by Masonite 
Corporation is to find a name for its 
all-new “X’’-Siding. 

The new “Name the ‘X’-Siding Con- 
test” offers prizes to both builders 
and lumber dealers named by the 
prize-winning builders. If the first 
prize winner lists the address of a 
residence he has built with the new 
lap siding, he will win a cash bonus 
of $250. 

For each of the 10 builder winners, 
there will be 10 lumber dealer win- 
ners, if the dealer's name is listed by 
the builder on an official entry blank. 
The first prize for dealers is a round- 
trip, one-week vacation for two to 
Las Vegas plus 150 silver dollars for 
“spending” money. The nine other 
dealer prizes include console and 
portable television sets, portable ster- 
eophonic phonograph and six transis- 


tor radios. 

First prize for a builder is a two- 
week trip for two to Hawaii. Nine 
other builder prizes include television 
sets, stereophonic AM and FM radios 
and several transistor radios. 

Eligible in the builders’ contest are 
those who in 1959 and 1960 have 
built five or more single family resi- 
dences. Rules in the companion con- 
test for lumber dealers require a deal- 
er to promote the contest and new 
siding with his builder. 

The new wood fibre type hardboard 
siding, measuring 12” x 16’ x 7/16” 
nom., is the thickest siding in the 
Masonite line. It now is available to 
dealers. The contest, which opened 
Oct. 1, is scheduled to close at mid- 
night, Dec. 21. 

For further details and entry blank, 
write to Masonite Corp., Dept. AL, 
111 W. Washington St., Chicago 2, 
Ill. 





President Eisenhower Proclaims 
National Forest Products Week 


WASHINGTON, D. C.—President 
Eisenhower in recent ceremonies at 
The White House officially designated 
the week of Oct. 16 as National 
Forest Products Week. 

In his proclamation, he noted, “As 
a major renewable resource, sup- 
ported by the science of modern for- 
estry, wood offers the availability and 
abundance to satisfy the nation’s ever- 
growing needs for many products— 
lumber, paper, building materials, 
chemicals, furniture and cloth—all 
dedicated to improving the lives of 
our people.” 

The industry delegation, headed by 
Thomas J. McHugh, board chairman 
of Atlantic Lbr. Co., Boston, and 
president of the National Lumber 
Manufacturers Association, gave the 


President a clock made of 10 species 


of American woods. 

Photographed during White House cere- 
monies in which the President signed the 
proclamation were, left to right: Mortimer B. 
Doyle, executive vice-president, NLMA; Hen- 
ry Bahr, secretary, MA; McHugh; John 
L. Jones, vice-president, Union Lbr. Co.; 
Philip E. Frankfort, manager, lumber and 
woodlands, Union Bag-Camp Paper Corp. 
and president, Southern Pine Association; 
Senator George D. Aiken (R.-Vt.); Senator 
John L. McClellan (D-Ark.); Martin Wie- 
gand, Martin Wiegand, Inc.; and H. R. Nor- 
thup, executive vice-president, NRLDA. 


Georgia-Pacific Unit 
Buys Pilot Rock Lumber 
PORTLAND, ORE.—-Georgia-Pacific 
Corp. has purchased through its new 
wholly owned subsidiary, Georgia- 
Pacific Pine Mills Co., all outstand- 
ing stock of Pilot Rock Lumber Co., 
Pilot Rock, Ore., for $111 million. 
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It’s exciting! It’s profit insured! 
It’s unconditionally guaranteed for 3 years! 


Mag VWO-DOnd 


SAVE-A-SILL 


yr Ve vs a, rPSTOTLES rotted 


CATS (f vd Irames 


COMPLETE 


11 


PIECE KIT 


BACKED BY 

HARD HITTING 

NATIONAL & LOCAL 
TV 
RADIO 
NEWSPAPER 
MAGAZINE 
ADVERTISING 


fe hake, - 


ye EVERY HOME NEEDS IT! *% ANYBODY CAN USE IT! 


Rotted wooden window sills, sash and frames are a 100 
million dollar headache for American homeowners. Now posto ot ooo 
for the first time Magna-Bond’s complete 11 piece MAGNA-BOND, INC. i 
SAVE-A-SILL Kit captures this untapped — profit 10 Union Avenue, Bala Cynwyd, Pa. | 
potential! Saves homeowners a whopping 90% on high Please rush me full details about the new SAVE-A-SILL | 
cost window repair and replacement. Weather-wraps Kit. | 
wooden sills, sash and frames in enduring metallic-vinyl. NAME | 
Makes old windows better than new! ADDRESS | 
I 
i 
| 
4 











Packaged in an attractive self-selling display box. 
Contains everything needed for a complete job! 
Write now for additional details. eae a SER eeo  ,-'; SER ese Pee eT 


Proven by years of use by ‘‘who’s who” in industry. 


MAGNA-BOND, Inc. 10 UNION AvENuE, BALA CYNWYD, PA. 


COMPANY 
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SKIL ANNOUNCES NEW LAWN & 


SA 49: 


NEW! Full 50% mark up, new lower price models, new 


This new Skil Lawn and Garden line has everything you 
need for real turnover and bigger profits. 

Both Shrub and Grass Shear models incorporate Skil’s 
revolutionary new scissors-action blade that can’t throw 
stones or dirt, for truly safe operation. Both Hedge Trim- 
mers have a full 14%" blade with foliage gripping, 
scalloped teeth to cover more area, cut cleaner and faster. 
And now Skil offers you two lower price Deluxe models to 


broaden your market even further, with an easy step-up 
to the Heavy Duty models. 

But that’s not all. Now Skil gives you a full 50% mark up 
on all four models in this fast-moving, competitively-priced 
line. Your profits are even bigger when you purchase the 
new 3-Ft. Profit Center Display (see right). Don’t miss 
this real money making opportunity. Call your Skil 
wholesaler today ! 


Circle No. 12 on Handy Cover Card 











NEW! Skil 
LAWN & GARDEN 
PROFIT CENTER 


NEW! 


349 


7 : ‘UHM & GARDEN 
SRL» typ t 





PROOF OF PROFIT 


on Skil No. 22508 Lawn & Garden Profit Center 





Total 

Total Dealer 

Description Retail | Cost 

H. D. Shrub & Grass Shear $44.95 $29.97 
H. D. Hedge Trimmer 44.95 29.97 
Deluxe Hedge Trimmer 69.90 46.60 
Deluxe Shrub & Grass Shear 69.90 46.60 
Roller Handle (for No. 529) 10.00 6.66 
Roller Handle (for No. 531) 10.00 6.66 
H. D. Shrub & Grass Shear 44.95 FREE 
H. D. Hedge Trimmer 44.95 FREE 


| Profit Center Display ——— | 50.00 


sales-making display! | Total | $339.60 | $216.46 


Your Regular Cost-tools and display $276.40 
See new SKIL Line, Booth 38, National | Your Special Cost (over 36% Profit)................ $216.46 
Hardware Show, New York, October 10 to14 | Your Profit | with 579 P4199 1A 


~r r DN ND 
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Plus $50.00 Display 


500 LINE 








READ AND LEARN HOW: 


Prebuilt 
Housing 
Will Affect 
Your 


Business 
WHETHER YOU LIKE 





IT OR NOT. 


The most comprehensive, authoritative and timely report of the 
year for building materials distributors and dealers on the trends 

_in prefabrication of components and brand-name houses. In- 
cludes details of three fabrication programs by leading building 
materials and sash-and-door wholesalers. 


Don’t miss this important staff report, reprinted from A.L. & 
Building Products Merchandiser. 


FIFTY CENTS A COPY 
Quantity Prices Upon Request 


Reprint Editor 

A. L. & Building Products Merchandiser 
59 E. Monroe 

Chicago 3, Illinois 


Please send me copies of the reprint, ‘'Prebuilt Housing 
Will Affect Your Business.’’ Payment is enclosed. 
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¢ L. W. Harris has been named na- 


tional sales director of Boise Cascade 
Corp., Boise, Ida. 


* Clarence J. DeCeault, export sales 
manager of Kennatrack Corp., Elk- 
hart, Ind., has been manager 
of the firm’s architectural service. 


* Kingsley Mfg. Co., Detroit produc- 
er of Slim Line Hydraulic Door Clos- 
ers, announces the appointment of 
Victor R. McFadden as director of 
marketing and promotion. 


* Vancouver (Wash.) Plywood Co. 
announced the establishment of a spe- 
cialties sales department with Ted Al- 
lens as manager. The new department 
will handle the national sales of hard- 
board, particle board, specialty ply- 
woods, imports such as lauan and oth- 
er exotic woods. 


* Donald T. Carr has been named 
director of sales for the package sales 
div. of Osmose Wood Preserving Co., 
Buffalo, N. Y. 


¢ Arthur T. Safford, Jr., director of 
marketing, has been named corporate 
vice-president for marketing, Olin 
Mathieson Chemical Corp., New York. 
He succeeds Donald A. Drummond, 
who remains as corporate vice-presi- 
dent and becomes a senior adviser. 


* American-Lincoln Corp., Toledo, 
Ohio, announces the advancement of 
three executives. F. D. Dolan, for- 
merly executive vice-president, has 
been appointed president and general 
manager. E. G. Blaser has been pro- 
moted to vice-president and price 
administrator and H. F. Horton, for- 
merly general sales manager, has been 
named assistant vice-president, mar- 
keting. 

The multi-divisioned corporation in- 
cludes: American Floor Machine Co., 
American Power Tool Co., Lincoln 
Floor Machinery Co., Wilshire Power 
Sweeper Co. with an affiliate in Eng- 
land and one subsidiary, American 
Process Corp. 


* Standard Toch Industries, Inc., 
New York City, announced the ap- 
pointment of H. H. Rittenhouse as 
president of its principal manufactur- 
ing div., Standard-Toch Chemicals 
Co. He was also named a vice-presi- 
dent of the parent company. 


* M. L. Lloyd has been named retail 
products manager for coated abra- 
sives, adhesives and cushioning prod- 
ucts divisions of Armour Alliance In- 
dustries. 


* American Screen Products Co., 
Chatsworth, Ill., announces the ap- 
pointment of Wesley Green as sales 
manager, brand products. 


October 10, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 








EASTERN SPOTLIGHT 





Can the Sash & Door Jobber Help 
Lumber Dealers in Components? 


Cuicaco—Members of the North- 

ern Sash & Door Jobbers Association 
met here last month and asked them- 
selves these questions at a component 
workshop session: 
¢ Shall the sash and door jobber make 
prebuilt wall panels as part of a whole- 
house system, or shall he develop in- 
dividual structural components which 
will fit conventional construction—for 
instance, a window wall panel instead 
«* a simple window unit? 
* How can the sash and door jobber 
make prebuilt components without 
hurting his customer, the retail lumber 
dealer? 

The association spent some $17,000 
to get a complete report from a man- 
agement consultant firm on the pre- 
built component trend. The report ver- 
ified the trend, which has been also 
apparent to the individual jobbers. 

Now, the problem is, what shall the 
jobbers, as a group, do now about this 
important development? 

Several firms, including Iron City 
Sash & Door of Pittsburgh, have en- 
tered the prefab business on behalf of 
dealers. (Iron City’s Showcase Homes 
story was described in the June 6th 
issue of American Lumberman—a re- 
print is available from the Editors at 
50¢ each). 

Ken Lang, Collier-Glasson Co., To- 
ledo, told the meeting that component 
fabrication of some type is a “must” 
for the sash and door man, in his opin- 
ion. Lang is chairman of the NSDJA 
component committee. 

One fear expressed was that if the 
jobber created a complete component 
system, he would have to add lumber 
and other building materials. In doing 
this, the jobber would be selling ma- 
terials already stocked by his customer, 
the retail lumberyard, it was pointed 
out. 

The jobbers were aware of the pre- 
fab growth among large lumber deal- 
ers, including strides made by the Lu- 
Re-Co (Lumber Dealers Research 
Council) system. 

It was generally felt that the jobber’s 
role in prefabing was to help the 
smaller dealer, who cannot economic- 
ally fabricate components in his own 
shop. 

Many NSDJA members feel that 
eventually all housing components will 
be manufactured to standardized sizes, 
keyed to one or a few module-sized 
systems. If this happens, the jobbers 
could fulfill their wholesale function of 
selling the standardized panels to deal- 
ers. Standardization of sizes for struc- 
tural components is advocated by the 
National Association of Home Builders 
and many others in the building indus- 


try. 


But standardization is a worry to 
at least one jobber who attended the 
NSDJA session. He stated that Uni- 
versal standards would eliminate ex- 
clusive design and would tend to de- 
teriorate profits. He cited plywood as 
an example of a standardized building 
material, which “anyone can sell” on 
a price basis. 

The NSDJA component committee 
will study the subject in greater detail 
and will report to the membership at 
a later date. 


Home Course Teaches 
Millwork Fundamentals 

Cuicaco—Believing many whole- 
sale and retail building materials 
workers lacked a fundamental knowl- 
edge of millwork, the Northern Sash 
& Door Jobbers Association decided 
to do something about it. 

Prof. William B. Lloyd, Michigan 
State University expert, was commis- 
sioned to write 2 Home Study Course 
in 1957 and study began. NSDJA’s ed- 
ucation committee periodically reviews 
the material and keeps it up to date. 

Dealer students. At first nearly all 
HSC enrollees were jobber employes, 
but now about half work for retail 
building materials dealers. Carl W. 
Nagle, NSDJA secretary, says it is 
“not uncommon” for a firm to enroll 
10 or 12 students at a time. 

More than 250 of the 900 enrollees 
have received completion certificates 
since 1957. Stiff examinations given 
after each lesson are returned to em- 
ployers to look over and, if neces- 
sary, discuss with the student-employe. 

Cost. Enrollment fee of $49.50 per 
person must be sent in with the HSC 
application. After NSDJA approves 
the application, MSU sends out course 
material for the continuous program. 
HSC must be completed within six 
months. j 

Each student receives a 250-page 
text and study guide covering more 
than 150 millwork details. He also 
gets a reference blueprint, commercial 
standards, molding catalogs, wood 
handbook, framehouse construction 
handbook and a set of house plans. 

Text on the “12 steps to a success- 
ful millwork career” includes Intro- 
duction to Millwork, Wood—-Mill- 
work’s Basic Material, Basic Framing 
Fundamentals, Moldings, Door Frames 
and Entrances, Window and Sash 
Units Defined, Glazing, Doors, Stair- 
work, Kitchen Cabinets, Mantels and 
China Cabinets and Millwork Estima- 
tion. 

Write Carl W. Nagle, NSDJA, 20 
N. Wacker Dr., Chicago 6. 
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THIS REPLICA of the White House’s south 
portico was built of materials donated 
by all the lumber dealers of Cass coun- 
ty in Logansport, Indiana's ‘Operation 
Hospitality’ for airmen at nearby Bunk- 
er Hill AFB. At present the 36’x24’ struc- 
ture is situated on a landscaped site in 
the middle of a downtown thoroughfare 
where the base commander and Cham- 
ber of Commerce leaders cut the ribbon 
opening it. The building will be moved 
to the base to serve as a reviewing stand 
and reception center. 





National Gyp Buys Cement 
Producer for $31 Million 

BuFFALO, N. Y.—lIn one of the 
biggest expansion moves in its history, 
National Gypsum Co. __ recently 
acquired the Allentown Portland Ce- 
ment Co. of Allentown, Penna. The 
acquisition involved an exchange of 
Allentown stock for National Gypsum 
stock now valued at about $31 mil- 
lion. 

Founded here in 1925 by its board 
chairman Melvin H. Baker and two 
associates, National Gypsum has 
grown from a one-plant company 
making gypsum wallboard into a na- 
tionwide manufacturer of more than 
300 building products for all types of 
construction. 


te 


OCTOBER SALES IDEA—Pumpkin gim- 
mick drew dozens of children, also 
adults, to the Calvert Lumber Co., Shar- 
on, Penna., just prior to Halloween last 
year. James W. Calvert, president of the 
firm, bought $50 worth of pumpkins, ran 
a newspaper ad, and watched all the 
pumpkins disappear in two days. The 
promotion drew some adults, who also 
made some building materials sales at 
the same time. 
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biggest advertising program in KéM 
one of your markets: dealers, applicators, 
architects, consumers 


THEY CAN T GET AWAY 





history covers every 
builders, 


Consistent K&M advertising in: 
e BUILDING SUPPLY NEWS 

e AMERICAN LUMBERMAN 

e BUILDING PRODUCTS (Dealer Edition) 


e AMERICAN ROOFING & BUILDING 
IMPROVEMENT CONTRACTOR 


e BUILDING CONSTRUCTION ILLUSTRATED 
e BUILDING PRODUCTS (Builder-Architect Edition) 
e ENGINEERING NEWS-RECORD 

e ARCHITECTURAL RECORD 

e FACTORY 

e WALL STREET JOURNAL 

e METROPOLITAN SUNDAY NEWSPAPERS 


Excited about the ‘‘golden 60’s”? You bet we are! 
That’s why we’re hitting every one of your 
markets this year with consistent advertising—the 
most comprehensive advertising program 

in K&M history! 


And in addition to this blanket advertising, K&M 
supplies you with attractive and informative 
literature on all K&M building products: brochures, 
consumer leaflets, envelope stuffers . . . to use in 
your sales calls or as direct mail. In turn, your 
customers can put this material to work for them. 


And there’s more! Complete point of sale 
promotional kits for your dealers, builders and 
home improvement contractors . . . such as posters, 
displays, point of sale literature, outdoor signs. 


Write today for more information about K&M’s 
master plan of merchandising and advertising 
support. Don’t let this wonderful opportunity to 
increase your ‘‘golden 60’s” sales get away from 
you! Keasbey & Mattison Company, 


Ambler, Pa. Dept. B-29100. 


KEASBEY 
& MATTISON 
at Ambler 


QUALITY BUILDING PRODUCTS 





Promote Family-Recreation Rooms 


e Ideas for Ads 


e Complete Layouts 


e High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 
have your choice of hundreds of product mats. 


There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 
six to seven smaller illustrations on every page. With each page, 
we also provide suggested layouts and copy. 


Package 2 


Theme and Project Mat 
Illustrations Page No. 
Add-a-room (exterior) ......... 23 
Add-a-room (intérior)......,..... 2 
Add-a-room (sketches) ........ 
SARIS TOON ccincjetsctnscerictancicenien ao 24 
Christmas, headline illus 
Dormer 
Entrance, before-after .......... -- 25 
Family-recreation room ....23, 32 
Garages 28 
Garage converted to room...... 24 
Get ready for winter............« ve 80 


Home a 


r 


. 
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THERE’S NO WINTER SLUMP in yards merchandising indoor 
sales packages with ADservice materials. Page 32, above, in 
the ad program makes it easy to go after more recreation room 
business. Other mat pages cover kitchens, attic rooms and many 
individual products such as insulation,. paneling, laminates, 
doors—all the related items which make up high-profit, saleable 
packages. ADservice is not a “canned” proposition. We fur- 
nish layouts but rely on each dealer to stress his own individual- 
ity, product lines and services to the customer. 





1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 
14, 15, 16, 17, 18, 19, 20, 21, 22 


——______ pages @ $3.95 
——..____ entire package $82.50 
Package 2 


23, 24, 25, 26, 27, 28, 
29, 30, 31, 32, 33, 34 


pages @ $3.95 
entire package $44.90 
Catalog Send free cotelog.___.1 — 2 
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See it at the 
» NRLDA show in 


- San Francisco 


OPEN-WELL 


FOR NORMAL USE 
Removable cross members are installed in spe- 
cial brackets over well area. 


WRITE NOW 
FOR ADDED VERSATILITY 


FOR OUR FREE /7 ; 
[36 Easily removed cross members are stored forward 
DESCRIPTIVE ‘ ; ‘ ; 
k in a Special housing. This opens up the entire ex- 
LITERATURE SSS panse of the well area for convenience in handling 
door and window frames, insulation, cement, etc. 


EAMETS fenncns HMESL Fippucis THE PLANT BEHIND THE PRODUCT 


COMMERCIAL BODY CORPORATION 
233 W. GARDEN ST. e DEKALB, ILL. 


=~ 
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BUILDING PRODUCTS 





CAVITY-WALL INSULATION 


PERIMETER INSULATION 
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Put chemically engineered 
Dow Building Products to work 


for you—selling each other! 


Cash in on the Dow package of quality 
materials—bring in 


By selling the line of Dow Building Products, you 
enjoy many profitable advantages. First, you have 
more drawing cards that will bring in new customers. 
And most important, you profit because the quality 
performance and reputation of one product helps you 
sell other Dow building materials — helps you move 
other merchandise as well. 


This package of Dow Building Products is composed 
of top quality materials—each chemically engineered 
to combine many desirable features. Both professional 
builders and home handymen find these features ad- 
vantageous because they simplify jobs . . . help get 
work done faster . . . and assure a superior standard 
of performance. Here are five big opportunities—and 
products that help clinch extra sales. . . 


PERMANENT VAPOR BARRIER with Polyfilm® — Dow’s 
high-quality polyethylene film, Polyfilm is a jack-of- 
all-trades material for a wide range of uses . . . from 
temporary enclosures to permanent moisture barriers. 
Polyfilm is packaged in an attractive, specially de- 
signed box for easy dispensing and storage. A new kit 
helps dealers take full advantage of the many sales 
opportunities. It offers specially prepared newspaper 
advertisements, an end-use wall chart, a film selector 
folder, a display rack, ad reprints, descriptive folders. 
Ask your Dow Building Products jobber to show you 
this kit . . . order ample quantities of each item... 
and put them to work making profits for you. 


FLOTATION with Styrofoam® — This chemically engi- 
neered material of many talents provides permanent, 
maintenance-free flotation for diving rafts, docks and 
other floating structures. Available in rough planks 


See “The Dow Hour of Great Mysteries’ on TV 


THE DOW CHEMICAL COMPANY - 


Plastics Sales Dept. 1628E10-10 


more customers! 


(10” x 20” x 9’), Styrofoam* can be installed easily 
and economically—remains unaffected by punctures 

. will not corrode . . . will not become waterlogged! 
In fact, it frequently lasts longer than the wood struc- 
ture it supports! Ask your jobber to show you the profit- 
making potential of this market. 


COMBINATION INSULATION-PLASTERBASE with Styro- 
foam —As an insulation board, lightweight Styrofoam 
bonds directly to masonry with portland cement mor- 
tar—no studs required. And the Styrofoam provides 
an excellent base for wet plaster or wallboard—without 
lathing. Styrofoam simplifies “finishing” a basement, 
for example—and helps keep it warm and dry. 


CAVITY-WALL INSULATION with Styrofoam — Highly 
resistant to the passage of both water and water vapor, 
Styrofoam has permanently high insulating efficiency. 
For all types of cavity-wall applications, it can be 
bonded to masonry surfaces with portland cement 
mortar or held in place with wall ties. Styrofoam 
assures the comfort of a warm, dry structure—provides 
trouble-free performance indefinitely. 


PERIMETER INSULATION with Scorbord® (patent 
applied for) — Made with a pre-scored “snap-off” 
feature to minimize cutting and fitting, Scorbord can 
be installed in large sections. This rigid insulation 
board is recommended for insulating foundation per- 
imeters and concrete slab floors. Scorbord is produced 
in various “R” values to meet new F.H.A.-M.P.S. 


For more information about this Dow package—the 


various chemically-enginereed building products and 
their many uses—return the coupon below. 


*Dow’s registered trademark for its expanded polystyrene 


MIDLAND, MICHIGAN 





The Dow Chemical Company 


Midland, Michigan COMPANY 





Please send me complete infor- 
ADDRESS 





mation about the Dow package of 
building products. 





CITY 
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BUILD IT YOURSELF 
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4 xX 6 


Here’s how to 


MAKE 
MONEY 


NOVEMBER 
DECEMBER 


eee cap 


La 27 


40” HIGH 


For five consecutive years, profit-wise 


dealers have used this tested plan 


Sell Easi-Bild* Patterns with which colorful BIG 
Christmas displays and gifts are made. Each pat- 
tern includes the full bill of materials and paints 
needed—and you sell them all. Every home, civic 
group, church, club and retail establishment is a 
prospect for one or more of these figures and 
displays. 


The full-size pattern is simply traced onto %” 
weather-proof Homasote, cut out with a key-hole 
saw and finished according to a foolproof, com- 
pletely specified, painting scheme. The method is 
quick and easy—the results are,truly professional. 


There are also patterns for two motion displays 
(Santa Waves and Galloping Reindeer)—each 4’ 
high and 6’ wide. With these you also sell motors 
and linkage kits. 
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Sell 5’ x 8’ Homasote as train boards. For Christ- 
mas tree platforms—simply cut Homasote to size 
desired. (No patterns required). These are always 
in demand. 


Get your patterns in and on display now! Exten- 
sive advertising is appearing—throughout October, 
November and December—in Popular Mechanics, 
Family Handyman, House & Garden, House 
Beautiful and Maclean’s Magazine. 


Write or wire us for full details. Please address 


Department K-20. *T.M. Reg. Easi-Bild Pattern Company 


HOMASOTE coneany 


TRENTON 3, NEW JERSEY 
Homasote of Canada, Ltd. « 224 Merton Street ¢ Toronto 7, Ontario 
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Sales pick up when you sell fix-up... 


with SHEETROCK ‘ideas. . 


WALLBOARD 


When a home owner decides to remodel, or redecorate 
interior walls and ceilings, he offers you an opportunity 
to make a profitable package sale. Building additions, 
enclosing areas to make new rooms—home 
improvements such as these are easier to sell with clean, 
low-cost construction systems using SHEETROCK 
Gypsum Wallboard, made only by United States 
Gypsum ... and U.S.G. remodeling ideas! A host of 
U.S.G. literature and sales promotion aids is ready 

to help you make those bigger sales. Included is a new, 
24-page home improvement idea book: “SHEETROCK 
..» Look What It Can Do For You.” See your 

U.S.G. representative, or write Dept. AL-05, 

300 W. Adams St., Chicago 6, Illinois. 


BF SHEETROCK ios utrstom ope 
ee 








“Not one customer complaint 
assures me repeat business 


"No costly callbacks when we build with Insulite,”’ left, below) says “‘Insulite Sheathing is easy to 
says builder Alexander Caplan (below, right). “It handle, easy to saw with practically no waste. We 
helps make salesmen of satisfied home buyers.” have no warping or buckling problems even after 
And ‘“‘Red”’ Tichener, job superintendent (shown exposure to rain and snow.” 











n 12 years with Insulite 
from this quality builder!” 


says Dave Kahn of Summit Lumber 
Company, Summit, New Jersey 


‘I learned a lot from Alexander Caplan, Presi- 
dent of Rolling Hill Company—one of our 
top quality builder customers—and a long-time 
user of Insulite products,” reports Dave Kahn. 
“Mr. Caplan’s company builds many homes 
in the $25,000 to $50,000 range. Mr. Caplan 
tells me he has never had a customer callback 
or complaint on Insulite products in the 12 
years that he has used Insulite. If it’s Insulite, 
Mr. Caplan knows he can depend on it. And he 
uses Insulite Sheathing, Primed Siding, Primed 
Graylite,° and Shingle-Backer on his homes. 
“Builder satisfaction like this is good business 
for me,”’ Mr. Kahn continued. “It builds repeat 
business, of course; and it helps my sales contacts 
with other customers because I can promise 
satisfaction with complete confidence. And the 
Insulite line is a steady profit-maker for us.” 
Many lumber dealers all over the country have 
found that Insulite product satisfaction is a sales 
and good-will booster. Insulite national advertis- 


ing—plus local sales contacts with your cus- 
tomers—bring in new business, too. Insulite 
products are easy to handle, fast-turning, with 
a minimum of waste, breakage, returns. 


Want more facts on building your busi- 
ness with Insulite? Just drop a note to Insulite, 
Minneapolis 2, Minnesota. There is no obli- 
gation, of course. 


sells easy...sells fast...stays sold 


INSULITE. 


resists racking and buckling—elimi- 


nates costly callbacks. And because 
it’s asphalt impregnated it sheds wa- 
ter perfectly; can be stored outside 
on the job in all kinds of weather. 


Pre-primed surface of Primed Gray- 
lite makes it ideal for soffits. Builder 
Caplan estimates a saving of $15 per 
home by using Primed Graylite for 
soffits, instead of other materials 
that need both priming and painting. 


Beautiful exteriors help sell these 
homes fast. And Insulite Primed 
Siding is easy to saw, easy to nail... 
handles well on the job, without 
waste, cuts construction costs. Mr. 
Caplan finds it saves as it sells. 
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MARLITE RANDOM PLANK gives you room for more profit! 


For more than 30 years, Marlite paneling has been Check your wholesaler for the complete money- 
popular and profitable for modernizing kitchensand — making details, or write Marlite Division of Mason- 
baths. And now with new Marlite Random Plank, ite Corporation, Dept.1041, Dover, Ohio. 

profit opportunities are greater than ever. Available 


in six exclusive Trendwood® finishes, this econom- 4 ® 
ical wash-and-wear paneling gives any room the ar. i & 


luxury look of handsome hardwoods. It can be in- plastic-finished paneling 


stalled by the home handyman with ordinary car- 
penter tools; cleaned in minutes with a damp cloth. | ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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STRAPS FRAMES 5 TIMES FASTER! © 








Idea No. $2-30 in action at the Andersen Corporation, 
Bayport, Minn. Suggested by Acme Idea Man John 


Bundling production has soared to five times its former pace for the MeBvey (right). 


world’s largest producer of windows. Three good reasons: 3 Acme Steel 
FI Automatic Strapping Machines. 

Andersen “Windowall” frame members are now strapped at the rate 
of 4,500 bundles per day. The three machines also strap bundles tighter. 
As a result, units can be stacked higher to save storage space—arrive at 
destination in far better condition. 

Raising per-day packaging rates—and lowering per-unit costs—are 
familiar challenges to your Acme Idea Man. Call him, or clip the coupon 
for detailed facts. 


ACME 
STEEL 


IDEA LEADER IN 


STRAPPING 
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ACME STEEL COMPANY 
Acme Steel Products Division 
Dept. AAS-100 

135th Se. & Perry Ave 
Chicago 27, Ill 

Please send me Idea No. 
$2-30 and examples of how 
major companies in my field 
use Acme Steel Strapping. 


Name stsiaptionlniyhilaliancting steering 
Title 
Firm 


Address 


a 








DFPA promotion brings you new customers 


Stock and sell only DFPA trademarked plywood. This year over $6 million will be invested in your behalf by 
the manufacturers of DFPA trademarked plywood to keep your sales on the upswing. This is big money and it 
does a big job. First, it creates new customers and new markets with a well rounded promotion program— 
including national advertising . . . publicity . . . field promotion . . . research . . . work with FHA and building 
codes... dealer sales aids. Second, it pays for an effective and meaningful quality control program that assures 
you of consistently dependable quality plywood. It takes both to do the job, and the results speak for them- 
selves. In the past five years fir plywood sales by dealers have more than doubled. This year they will be bigger 
than ever. That’s why it is good business to specify only DFPA trademarked plywood. For only DFPA ply- 
wood supports you with proven promotion and quality that have—and will continue—to pace your sales. 








DFPA quality keeps them coming back 


ARE YOU USING THIS STAMP ON ALL YOUR PLYWOOD ORDERS? 


If not, send for your free stamp today. 


It’s the best way to make sure you are getting good plywood, manufactured 
by one of the more than 130 reliable mills who think enough of your 
business to give you quality plywood . . . and back it with promotion and 
research needed to help you sell it properly and profitably. Your support 
is vital if these multi-million dollar programs are to continue in your behalf. 


DOUGLAS FIR PLYWOOD ASSOCIATION, TACOMA 2, WASHINGTON 


eT PO 








All softwood plywood on this order 
must bear DFPA GRADE TRADEMARKS 
legibly applied to each panel. 
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THIS WAY 
TO THE TRUCKS 











1961 CHEVROLET 
STURDI-BILT TRUCKS! 
PROVED WORTH MORE 
BECAUSE THEY WORK MORE 


A gigantic advance in trucking began just a year ago, when the first Torsion-Spring Chevy 
nosed out onto a highway. With a vastly different truck design, featuring torsion-bar inde- 
pendent suspension, this totally new Chevy did just about everything better. And it caught 
on fast. So fast, in fact, that already there are nearly 300,000 Torsion-Spring Chevies putting 
out this new kind of working ability on tough jobs all over America. Now, for 1961, Chevrolet 
introduces trucks with even more of the worth-more, work-more performance that’s won such 








wide owner acclaim over the past year. Even more strength, even more stamina—and an 





even wider range of models! 


MORE MODELS THAN EVER BEFORE! 189 models— work-proved 
dollar savers in every weight class! 1961 Chevies for 
every hauling chore in the book include three new long- 
wheelbase 4-wheel drive models, sturdy Stepside and 
Fleetside pickups, spacious panels, versatile Suburban 
Carryalls, handy Step-Vans and forward control chassis, 
tough chassis-cabs of all sizes, mountain-moving tan- 
dems. Somewhere in this long, long line is the one 
truck that makes the most sense on your job! 


OWNER-PROVED TORSION-SPRING RIDE! It puts an end to I-beam 
axle shimmy! Independently suspended front wheels 
step right over bumps, tough torsion-bar springs soak 
up jolts. New smoothness speeds up schedules, cuts 
truck wear and maintenance expense, reduces cargo 
damage and driver fatigue. Owners report that there’s 
never been anything like it for high-profit hauling! 


STRONG, ROOMY CABS THAT HELP BOOST YOUR WORK OUTPUT! 
Rangy drivers ride in comfort with extra hip room, 
leg room and head room. Seeing is safe and easy through 
a whopping big wraparound windshield. The seat’s a 
beauty, too—a full 5914” wide with a spring combina- 
tion inside that gives just the right support. (And for 
the last word in working comfort, special 6” foam 
rubber padding is optional at extra cost.) And the 


rugged cab build includes all-steel construction, double- 
panel roof and double-walled cowl housing. 


TOUGH TRUCK CHASSIS —BRAWNY BASIS FOR BIGGER PROFITS. 
Massive, truck-built frames add stamina to every 
chassis. In medium- and heavy-duty models, rugged 
self-adjusting variable-rate rear springs help smooth 
out big-tonnage hauls. Quality features galore boost 
truck life: Extra-big brakes give faster, surer stops and 
last longer. Precision wheel balance makes steering 
easier, lengthens tire life. Smooth, durable Synchro- 
Mesh transmissions come in sizes to suit all types of duty. 


ENGINES WITH PROVED EARNING POWER. Famous sixes that 
out-sell all others because they’re best at brightening 
cost records . . . big V8’s that lead the industry for 
short-stroke design and hard-working durability! 
Chevy for ’61 offers a long line of power plants to meet 
the special needs of every weight class. 


The truth is, we could fill every page in this magazine 
with reasons why Chevrolet trucks have never been 
better than they are for ’61, but there’s no need for that. 
Not when your Chevrolet dealer can boil it all down for 
you so quickly and pleasantly. See him soon and start 
saving soon! .. . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 
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PATTERNMAKER 
TRANSFERS = framing 
dimension from archi- 
tect’s blueprint to ply- 
wood pattern strip. 


PRECUT MATERIAL is 
placed in pattern 
strips for nailing. 








od 











PATTERN STRIPS are inserted into table grooves. Top and bottom strips are of different 
color to distinguish them. 


in Prefabing Whole Wall Sections 


Dealer can construct all exterior and interior walls on 
one long table to fit to any architectural design. Walls 
are then separated into sections for transportation to 
the building site for easy re-combination. 


CHATTANOOGA, TENN. 

ARGE-SCALE HOME BUILDER John M. Kemp, Jr. 

is convinced he has found the way for retail building 

materials dealers to successfully get into house prefabri- 
cation with little cost. 

He has developed the Kemp System of prefabing as a 
departure from the process of building components on 
specially designed jigs. He says the old method restricts 
home design to a few basic layouts. 

“Many builders feel that lack of variety in design is a 
big draw-back to prefabing,” Kemp asserts. “People gen- 
erally resent regimentation and want something different. 
The Kemp System offers unlimited variety in house de- 
signs.” 

Kemp plans to offer his system on a nationwide basis. 
He says exclusive franchises will only be granted to retail 
dealers in territories they can conveniently service. 

38 “Another objection to prefabing,” Kemp notes, “has been 
WALL SECTIONS are fitted together on site. Since the cost of distribution. Under the Kemp System, any 
all have been constructed as a single unit before lumber dealer can become a prefab home manufacturer. 
separating into transportable sections, perfect dimen- “Distribution problems encountered by the large, national- 
sional accuracy results. (continued on page 38) 
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New System Eliminates Jigs 
(begins on page 36) 





ly-known producers are eliminated.” He adds, “The Kemp 
franchise-holder serves only the territory in which he can 
achieve maximum economy.” 

Three lumber dealers or wholesalers are already operating 
under Kemp franchises in Murfreesboro, Tenn., Toccoa, 
Ga. and Washington, D.C. Each, he maintains, has a heavy 
backlog of house orders. 

Difference. Greatest difference between his prefabing 
system and other methods, Kemp reveals, is that all exterior 
and interior walls of any architectural design are built on 
one 175’-long table. Then they are separated into sections 
and easily transported to the building site. 

Operation. The table on which construction is performed 
has a groove on either side. A patternmaker working from 
an architectural drawing measures on narrow plywood 
strips the dimensions of walls to be constructed. He makes 
slots on the pattern strip so framing members will fit exactly. 
The strips are inserted in table grooves. 

Precut lumber, window, doors, upper and lower plates 
and studs are then fitted in the slots and nailed together. 
The entire wall structure of the house is completed as a 
single unit. 

“When the pattern for a house has been constructed,” 
Kemp explains, “there is never any need for laying it out 
again. Only a fraction of the time necessary to build a con- 
ventional or other prefabed house is required.” 

Advantages. Kemp points out that in the plant wall sec- 
tions are nailed together under precision operation. They 
are separated for transport. After having been put together, 
Kemp says, the sections must fit perfectly when erected 
at job site. 

“It takes four men about two hours to erect the exterior 
and interior walls of a 1,500-square foot house on the 
site,” Kemp claims. 

He also maintains there is no chance for duplication or 
omission for any part under his system. All wall sections 
and interior partitions are always run off in proper se- 
quence, eliminating a problem of other methods. 

“Some builders have complained that prefabed packaged 
houses were shipped with some parts missing,” states Kemp. 
“There can be no missing parts in the Kemp System. 

“Because patterns are complete for each house, they are 
always placed on the construction table in the same order, 
with sections marked numerically as they leave the table, 
there can be no error in marking, loss of parts or duplica- 
tion of sections,” he adds. 

Using the Kemp System, the prefaber can adapt his 
operation to plans and building codes in his areas. The 
operation is tailored to the demands of each dealer’s market. 

The plan for any house may be instantly reversed by 
inserting plywood pattern strips upside down and beginning 
construction from the opposite end of the assembly table, 
it was explained. 

Area needed. The average dealer prefaber who uses the 
Kemp System can operate efficiently using only one 175’ 
table, Kemp insists. He can produce hundreds of different 
floor plans from this one table. 

Concentration of fabrication on the single long table 
means elimination of many small tables and allows use of 
an overhead track, automatic nailers and other machinery, 
Kemp indicates. 

Kemp declares his system is “an amazing new method of 
home building that encompasses great advantages” all along 
the line, for the lumber dealer, the builder and the con- 
sumer. They are: 

* Keeping business in the dealer’s yard 

* Meeting and beating prefab competition 

* Offering the best in custom building 

* Providing absolute accuracy, infinite variety and lower 

cost 
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Dealer aids. Kemp states that his organization will give 
complete guidance to any dealer in installation of the 
physical aspects of the system. He will train personnel and 
offer additional assistance to help the dealer operate his 
program. This is at no charge to the franchise holder. 

The only cost to the dealer is the equipment expense, 
amounting to less than $6,000 (see table). Kemp gets a 
small royalty on each house sold. 

John Lucas, Kemp System manager for Kern Distributing 
Co., Washington, said his firm is just beginning to get 
under way with the prefabing. 

“By next spring we expect to be in full swing building 
houses in this area. We’ve already constructed a few and it 
seems to be a great system.” 

Carl L. Hickerson, head of Custom-Bilt Homes, a divi- 
sion of Builders Supply, Inc., Murfreesboro, Tenn., com- 
ments: 

“The Kemp System is a life-saver to both dealer and 
builder. It is competitive with the prefab and shell home 
outfits.” 

Hickerson recently introduced the system to 167 con- 
tractors in his area. He says there is little trouble selling 
any good live lumber dealer or contractor on the merits of 
the Kemp System. He believes it is a business builder. 

“This system has worked wonders in getting new cus- 


tomers in Murfreesboro,” he claims. “We can show any 
(continued on page 45) 





TTS 


TUE Taree 


Cost to Retail Dealer 
of Installing 


the Kemp System 


175’ work table and 

175’ pattern table installed $1,250.00 
1 225’ overhead track for 

lifting wall sections ($2.25 per foot) .... 506.75 

trolleys ($20) 40.00 

one-ton hoists for lifting 

wall sections ($265) iia) eee 

tongs for lifting wall sections ($35) .... 70.00 

5-hp. power saws ($655) 

power saws ($95) 

Worktables and racks 


I TEDAUMDAREEUAANGHNASAATERAONAEAA LEH 


LEWD TAY PREROLEDAARAHSUH NET EEA NEA HALA 


$5,526.75 


BUILDER ADVANTAGES 


Makes possible a better built, tighter 
fitting house at less cost 





Cuts site erection time in half 
Reduces shipping costs radically 


Insures against delays due to missing 
or incorrect parts 


Eliminates components storage problem 


Imposes no restriction on design except 
local tastes or building codes 


VUUHLEOSUORRADOO uUeaAcaneNREOEDEOOUANAGSnNREMY 
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NEWEST 
CONCEPT /N 
DOOR DES/GN 


Here are the first two styles in 

a distinguished new line of doors designed 
for contemporary living. 

Symphonic doors bring the 

luxurious “‘custom look”’ of superb 
craftsmanship to any house plan, yet cost /ittle 
more than ordinary doors. Check 

your regular door supplier for 

prices and delivery cates 

or write Simpson for name 

of nearest supp/ier. 
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Contemporary beauty offering an 
endless variety of decorative 
possibilities. 





DEVELOPING THE SYMPHONIC CONCEPT 
Simpson commissioned internationally 
famous Walter Dorwin Teague & Associ- 
ates to create a line of doors that would 
become an integral part of the decorative 
design for any structure. Thorough re- 
search and experimentation preceded the 
creation of Sonata and Concerto, the first 
two members of this distinguished line. 


SYMPHONIC “FAMILY LINE OF DOORS” 
OFFERS NEW DESIGN UTILITY 


Each Symphonic door style is designed to 
be used throughout the floor plan. These 
doors may be used for entrance, living 
room, bath, bedroom or den. Paneling ma- 
terial may be varied, colors changed, or 
accents added. No matter what the treat- 
ment, Symphonic’s styling allows design 
continuity and retains “family resem- 
blance” throughout home or office. 


HERE’S QUALITY YOU CAN SEE 
HOME OR OFFICE Symphonic door stiles, rails and mullions 


are made from old growth kiln-dried select 
grade VG Fir. Doors are carefully ma- 
chined and sanded, dowelled and glued, in- 
spected for quality. 


GUARANTEED 
Simpson’s new Symphonic doors are guar- 
anteed under the same provisions as apply 
in the Standard Door Guarantee issued by 
the National Woodwork Manufacturers 
Association. 


PACKAGED FOR CONVENIENCE 
All Symphonic doors available packaged in 
tough corrugated cartons at slight addi- 
tional cost. 


























Graciously complements any 
furniture style or decorative motif. 


<> 


* T. M. Reg. U. S. Pat. Off. 








Sable Walnut Finish Oriental Pecan Finish 





PREFINISHED FOR QUICKER, EASIER INSTALLATION 


Arabian Sandalwood Finish Mountain Larch 











Cascade Hemlock 


Temple Walnut Finish 


SIMPSON LIFECLAD PLYWOOD AND MATCHING DOORS 


WIPES CLEAN WITHOUT A TRACE 
Lifeclad’s tough vinyl coating is impervious 
to ordinary household compounds. Fingerprints, 


stains and smears wipe clean 
in an instant with just soap and water. 


Vermont 
Cherry Finish 


MATCHING DOORS 
FOR “THE 
CUSTOM LOOK” 


Matching Lifeclad finish 
on famous quality Simpson 
doors provides the luxury 
of the “made to order look” 
at a fraction of the 
cost of custom doors. 


LIFECLAD GIVES YEARS 
OF CAREFREE SERVICE 


Simpson Lifeclad is not ordinary prefinished paneling. 
Made by bonding a vinyl coating to a base of selected ply- 
wood, its luxurious, hard wearing surface requires a mini- 
mum of maintenance, provides maximum service. Lifeclad 
gravure grained finishes will not stain, fade or discolor. They 
stay beautiful through the rigors of everyday living. Lifeclad 
4’ x 8’ x 4" paneling is available planked or unplanked; 
all finishes are offered on both standard size and Seven- 
Eleven ceiling height flush doors; and on %” cabinet stock, 
finished one or two sides. For complete information on this 
versatile, durable, beautiful new product, see your building 
materials supplier or mail coupon on the following page. 
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Forestone acoustical ceiling tile quiets 
rooms... beautifully. This original 
deep-etched wood fiber ceiling ab- 
sorbs up to 75% of all sounds striking 
it. The warm white finish can be re- 
painted in years to come without loss 
of textured beauty or noise control 
benefits. Easy for customers to install, 
complete instructions inside every 
carton. This famous product is pre- 
ferred by Architects, Builders and 
Do -It-Yourselfers. Available in four 
beautiful textures from which your 
customers may choose. 


Rely on 


2 EASY-WALL 
PANELING 


Simpson’s new Easy-Wall Panels in- 
sulate against heat and sound. Easy- 
Wall is completely prefinished and 
provides the luxurious look and feel 
of hand rubbed, random planked hard- 
wood. It’s made by laminating a tough 
vinyl surfaced wood-grain hardboard 
to half-inch wood fiber insulating 
board. Handy 2’ x 8’ panels are 
flanged and grooved, for staple ap- 
plication by pro’s or home handymen. 
Finished walls are fadeproof, stain- 
proof, washable. Available in Cherry 
Mist or Mocha. 


3 EASY-WALL 
PARTITIONS 


These handsome Easy-Wall Partition 
Units have prefinished Easy-Wall 
Panels on both sides. The wall-thick 
cores of these sturdy 2’ x 8’ units cut 
heat loss and sound transmission to a 
minimum. Customers will discover the 
tight spline joints lock the units into 
perfect alignment. Splines, floor and 
ceiling plates are inciuded in each 
package. Easy-Wall Partition Units in- 
stall quickly, easily; need no framing, 
studs, taping or painting! Customers 
can choose from gray Cherry Mist or 
brown Cherry Mocha. 


Please send me free information on the following products as checked: 


[ | ACOUSTICAL AND 
~ INSULATING BOARD 


|] EASY-WALL 


[] PLYwoop [] REDWoOoD 


AND DOORS 
Name 
Address 
City 
Clipped from 


Quality Since 1895 
SIMPSON, 


2075D, Washington Bidg., 
Seattie 1, Wash. 


Company 


State 


Litho in USA on Substance 100 Simpson Coated Offset (C2S) - 
magazine 


SC-05/2735D 














New System Eliminates Jigs 
(begins on page 36) 





potential home buyer how we can put money in his pocket. 
“He gets a net saving of from 5% to 10% on his house 
package from his builder. 
“The builder needs no construction loan because of the 
p00 he can complete the entire house (average time, 12 
ys). 
“The house will be precision-built according to the buy- 
er’s plans in only one day in the plant. 
“It will be erected under roof in one day at the job site.” 
Hickerson thinks the main advantage to the lumber dealer 
who uses the Kemp System is eliminating estimating and 
keeping the contractor from shopping. Only one price— 
materials plus manufacturing cost—is given. 
“No competitor can top that,” Hickerson says. 





UNITIZED LUMBER SHIPMENTS to the NRLDA Exposition were 
arranged last month at a meeting of mili and wholesale rep- 
resentatives with NRLDA in Washington, D. C. Standing, left 
to right: James Wright, NRLDA; John Zerbe, NLMA; Arthur 
Lahey, NLMA; Martin Wiegand, NAWLA; Robert Lawrence, 
NRLDA; H. R. (Cotton) Northup, NRLDA; Leonard Koenen, 
NRLDA; seated, Bruce Harris, NAWLA; Minor Crenshaw, SPA; 
Wendell Scott, NRLDA; George Flanagan, NLMA; Frank Han- 
kins, NRLDA; Edwin Thompson, WCLA; A. S. Wantroba, WPA; 
Stuart Caves, NRLDA; B. J. Stahlman, NRLDA. 


Materials Handling Group Agrees On 
New “Standard Unit’ of Lumber 


WASHINGTON, D.C.—A joint meeting of retailers, 
wholesalers and manufacturers of lumber have recom- 
mended a new “standard unit” of lumber which would 
measure 4’ wide and 2’ high. 

This replaces the previously announced unit which was 
4’x4’. The committee felt that while the larger unit was 
efficient for some operations. it was too heavy for the light 
fork lift equipment employed in many retail yards. 

Frank M. Hankins, Jr., of H. H. Hankins & Brother, 
Bridgeton, N.J., representing the National Retail Lumber 
Dealers Association and George Flanagan, Elk Lumber Co., 
Medford, Ore., representing the National Lumber Manu- 
facturers Association, were co-chairman of the industry- 
wide group. 

The group recommended that the term “packet” be used 
to describe lumber (board or dimension) which has been 
strapped to form, in most instances, either the 2’x2’ 
packet put up by various mills at the present time, or the 
regular McCracken packet. 

A “package” is the term to use when two standard units 
are placed one on top cf the other and strapped together. 

(For other comments on standardization, see interview 
with James Wright, NRLDA materials handling director, 


elsewhere this issue.) 
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Nodkt- Nok2- but 
HIGH-IN-DEMAND 


FEATURES 


Give you faster turnove 
on- : 


( { dorling Jaclevics 


ALUMINUM PRODUCTS 


1. Classic Beauty 2. Traditional Charm 
3. Durable Anodized Finish 


Nothing so effectively or economically individualizes 
any type home — from a showplace to a modest low- 
cost sub-division house — as Sterling Factories Alumi- 
num Products. Nor, because of its super anodizing 
treatment, so happily retains a lasting showroom 
beauty in spite of climate or weather conditions. 


RAILINGS for porch, stoop, and steps — designed and pro- 
duced in easy, quick assembly units and installations. Un- 
matched in charm, beauty, safety, and the economy that comes 
with long years of like-new service. 

COLUMNS that add character, dignity and distinction to 
any installation. Extra strong, beautifully designed. Corner or 
flat styles in several patterns — all super anodized. 


GRILLES in the widest variety of graceful, practical de- 
signs, fabricated from prime aluminum, and super anodized 
for maximum protection from outdoor exposure. 


AWNING BRACKETS, of aluminum, in a broad range 
of styles and sizes to fit doorways and windows. Easy to 
install, rust free. 


For eye-appeal, buy-appeal, and high profits, feature the Sterling 
Factories line — write Dept. Al for complete catalog and prices 
on all Sterling Factories Aluminum Products. 


Meola Jactories 


2620-40 CHERRY ST., ERIE, PA. 


Circle No. 24 on Handy Cover Card 





West Virginia Distributor Quits American Lumberman-saying: 


“DON'T RUB OUR NOSES 
IN CASH-AND-CARRY" 


HE FOLLOWING LETTER to American Lumberman 

& Building Products Merchandiser was received on 
September 9th from W. P. Wilson, Jr., W. A. Wilson & 
Sons, Inc., Wheeling, W. Va.: 


To the Editors: 


I am not going to renew our subscription to your pub- 
lication because about 90% of your features are devoted 
to extolling the virtues of cash & carry operations—partic- 
ularly the August 29, 1960, issue. 

Building material distributors such as ourselves and small 
retail lumber dealers who constitute the majority of our 
customers are well aware of the type of competition we are 
faced with and are not interested in how wonderful the 
“new deal” is but rather in how we can combat it and stay 
alive. 

By-passing the traditional channels of distribution does 
not result in a greater overall distribution of building ma- 
terial but, rather, results in widespread elimination of those 
businesses which are the bone and sinew of the American 
economy—which employ local people, pay federal, state 
and local taxes and support charities and community en- 
deavors. The manufacturer gains nothing; the ultimate 
consumer, in the long run, stands to lose—in fact, a rela- 
tive small group of opportunists are the only benefactors. 

I can’t see how your present policy of glorifying the 
cash & carry operator can result in anything but a shrink- 
age of circulation because we and our customers have to 
live with this situation constantly and I don’t think any of 
us particularly enjoy having our “noses rubbed in it.” 

Sincerely, 

W. P. Wilson, Jr. president, 
W. A. Wilson & Sons, 
Builders and Painters Supplies 
Wheeling, W. Va. 


The Editors’ Answer 


Dear Mr. Wilson: 

Although you may not think so, we on American Lum- 
berman & Building Products Merchandiser are in real 
sympathy with your objections to our editorial coverage 
of cash-and-carry retailing and wholesaling. 

Because you are “living with the cash-and-carry situa- 
tion constantly,” as you state, we can understand why you 
don’t relish reading about the success of these firms. 

Because you are upset about changes in distribution, it 
is certainly easy to conclude that a few editorial spot- 
lights on the cash-and-carry trend constitute “90% of the 
features” in this magazine, and to further believe that we 
“glorify” cash-and-carry. 

The facts are that for every specific cash-and-carry field 
report during the past year in A.L., we have published 
more than 30 editorial articles on conventional service deal- 
ers and wholesalers. 

We admit that even this percentage may be out of pro- 
portion to the actual number of cash-and-carry distributors 
in the total industry. But we insist that knowing and un- 
derstanding this trend is of vital importance to every dealer 
and wholesaler. Without thorough understanding of your 


new competitors, any intelligent decision to combat them is ‘ 
impossible. i? 

Would you rather rely on local observation, charged with 
emotion; gossip from traveling sales representatives and 
rumor? Surely not. 

Through dealer examples and through the counsel of 
Art Hood, this magazine has constantly pointed the way 
toward DSC (Dealer Sales Control)—the practical and suc- 
cessful management methods for a dealer of any size,” 
working with his wholesalers, to effectively combat special- 
ized competition such as cash-and-carry. 

“DSC” means land control, financing control, package 
selling with dealer control of contracting, better product 
display, full lines of merchandise, consistent and aggressive 
advertising. 

We publish more material on these business methods 
than any other publication. Our editorial chairman, Art 
Hood, has conducted almost a hundred dealer workshops 
on control methods and creative salesmanship. We know 
these methods work.* With the help of this magazine, 
dealers are using these methods with success. 

But if we hide our editorial head in the sand; if we ig- 
nore the rapid growth of new cash-and-carry firms, we 
would be derelict in our duty to you and every dealer and 
wholesaler in the industry. 

Over the years, you and your associates have built a 
substantial business. We are sure you didn’t do this by stick- 
ing your head in the sand and ignoring what was going on 
around you. You observed, studied, considered and acted. 

Now there are new obstacles—and new opportunities. 
Your best source for the facts upon which you can act 
wisely is this magazine. : 

We invite you to go back to our June 6th issue of this 
year and read our report on prebuilt housing. You'll see 
how some wholesalers are meeting and beating cash-and- 
carry competition through prefabrication of brand-name 
homes sold through their retailer customers—plus complete 
services to dealers, including financing, promotion assist- 
ance and management counsel. 

You state that wholesalers and dealers don’t particularly 
enjoy reading the hard facts about competition. 

Others take a different view. They may not enjoy the 
hard facts of competition, but they are thankful that we 
give them a full understanding of what’s new in distribution 
—facts instead of rumors, in addition to our regular re- 
ports on established dealers and wholesalers. : 

And here’s something to think about—invariably, those 
wholesalers and dealers who study all the trends reported 
in the A. L. (including our pulse of the cash-and-carry 
trend) seldom complain about “by-passing.” === 

For, after all, nobody by-passes a business which is alert 
to its competition, and creates and controls sales. That has 
always been a fact in business and it is a fact today. 

We are sorry you decided not to renew your subscrip- 
tion. After thinking it over, we’re sure you'll see merit, 
rather than harm, in our complete editorial coverage. Won't 
you accept our invitation to re-consider? 

—The Editors 


*See editorial this issue, page 7 
“Necessity is the Mother of Profits” 
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This mark tells you a product 
is made of modern, dependable Steel. 


Put in the 
stock 


your 
customers 
know and trust... 


Fence Products 


Farmers treat products pretty much like people. They like to deal with those 
they’ve learned to know and trust. We’ve been making farm fence and accessories longer than 
anyone else in the business. Most of what we’ve made is still up and in service today. Make 
sure you’ve got the stock your customers put stock in. Order your USS American Fence prod- 
ucts today. American Steel & Wire, 614 Superior Avenue, N.W., Cleveland 13, Ohio. 


USS American Fence has deep, strong tension curves that allow for contraction 

in cold weather and that take up the slack when the weather warms up. They keep . 

a fence taut, trim-looking, a credit to any farm. American Steel & Wire 
Division of 


USS American Barbed Wire is tough, resilient, with a heavy zinc coating that 
minimizes atmospheric corrosion. It comes in 8 standard styles, in 80-rod lengths, United States Steel 


on easy-handling, non-collapsible spools. Coluniiija-Geneva Stee! Division, 
San cisco, Pacific Coast Distributors 


USS American Fence Posts are all rolled from new billet Steel. That means they'll Pasbell’ Alshamen Seutnare Distributors 
flex, won't snap off under strain. They're easy to drive into the ground and they 

United States Stee! Export Company, 
anchor firmly. USS and American are registered trademarks Distributors Abroad 
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LOOK To Provide Dealers 
With Hard-Sell Ad Program 


New YorK—To _ help retail 
building materials dealers cash in on 
substantial profits in the home im- 
provement field, Look magazine this 
fall will offer a highly-flexible, year- 
long, hard-selling merchandising pro- 
gram. It is hand-tailored to fit each 
lumber dealer’s individual selling pat- 
tern. 

Free merchandising counsel is of- 
fered by Look on all phases of retail 
sales problems—pricing, premiums, 
giveaways, advertising techniques, in- 
store promotion and solutions of mail- 
ing problems. 

Dubbed “Retail Sales Power,” the 
Look program consists of a year-long 
merchandising program featuring four 
separate promotions around a central 
theme. Each promotion will include 
four-page advertising circulars with 
whatever sales items the dealer wants 
featured at his price. 

Each promotion will also include 
newspaper ad mats, suggested radio 
spots, art service (with free cuts of 
line drawings highlighting various 
home improvement items plus cus- 
tomized art service for sale items), 
point-of-purchase sales kit including 
pennants, streamers, display price tags 
and signs. One kit will be provided 
for each 5,000 circulars a dealer 
orders. 

Initial price for each promotion is 
$150 per package. This includes 5,000 


circulars plus all promotion material. 
Look representatives will be on hand 
November 13-16 at the National Re- 
tail Lumber Dealers Association ex- 
position in San Francisco to answer 
dealer questions. 


Film Gives Va!vable 
Plywood Handling Tips 
DANVILLE, ILt.—How a Hyster 
lift truck enabled U. S. Plywood Com- 
pany’s Los Angeles branch to better 
utilize storage space while increasing 
handling efficiency 25% is fully 
shown in a film, “A New Approach.” 
To see the new black-and-white, 9- 
minute sound movie, write Hyster Co., 
P. O. Box 847, Danville, Ill. 


Lumber Industries Acquires 
Gordon Lumber Co. 

New York City—Lumber In- 
dustries, a national sales organization 
composed of regional wholesalers, has 
acquired Gordon Lumber Co. of Bal- 
timore and Detroit as a wholly-owned 
subsidiary. It now will be known as 
Gordon Lumber Co., Inc., Div. of 
Lumber Industries, Inc. 


Win-Check Offers 
Stock to Public 

Moonacuigz, N. J.—With the is- 
suance of 150,000 shares of new com- 
mon stock, Win-Chek Industries an- 
nounces an opportunity for investment 


there’s nothing in the world 
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WOOD CABINETS, BUILTINS are spot- 
lighted in October 10th LIFE magazine 
ad for National Wood Promotion pro- 
gram, tied to National Forest Products 
Week, Oct. 16-22. 





in the company is now open to the 
public for the first time. The new 
capital obtained through the sale of 
stock will be used partly for expan- 
sion of the firm’s aluminum siding 
operations, president A. Jesse Ivanhoe 
said. 





LOOK FOR 


We're Building Shellac Sales for You! nf 


Watch for ads promoting 
shellac-finished interiors and 
“How to Use Shellac” ideas. 


NG 
Better Homes 


Ask your wholesaler. 


Shelicc informotion Bureau @ 51 Pine Street, New York 5, N.Y. 
Circle No. 26 on Handy Cover Card 
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SPECIALIZED 
INSURANCE 
for LUMBERMEN 
SINCE 1912 


, Write ior our free booklet, You can get 
“ real dollar savings through safe lumber yard 
operations, which explains how costly unsafe 
practices can be and shows how our 
Safety Engineering department can save 
money for your lumber yard. Write Lumber 
Insurance Departmen’ 


O” $e 


WAL yy LOY, Li 








The 
TIME-TESTED POST 


. ‘ 


For almost half a century 
the famous L-B brand has 
identified the LONG-BELL 
pressure-treated Southern 
Pine Fence Post. 

Millions in service on the 
farms and ranches of Amer- 
ica bear this mark of quality. 

Pressure-treated with 
100% creosote or with 5% 
Penta solution, these posts 
are recognized by customers 
everywhere for their back- 
ground of performance. 


manufactured only by 


Wood Preserving 
Division 
International Paper Company 








Kansas City, Mo. & DeRidder, La. 
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Get a beautiful hand-painted portrait of your 
loved ones from your Kordite distributor! PORTRAIT DESK 
KORDITE CO. 


Here’s your opportunity to immortalize some- 
MACEDON, N. Y. 


one you love in a beautiful, life-size, hand- 
painted full-color portrait—executed by Gen- 
try Galleries Ltd. of New York. 


Made from your favorite photo, your finished increase poly Sheet- 


16” x 20” masterpiece will come to you in a_ if, Sales wih Mow 


handsome, glass-enclosed wood frame that will dy Selt-dlspenser. Ex. 
harmonize perfectly with any background. a". as ae 
for accurate measur- 


Your Kordite distributor is making this offer _ ng, dispensing. 
for a limited time only. So hurry—get all the 
details! Mail the coupon to your Kordite dis- 
tributor or write to Kordite, Macedon, N. Y. 


Please send full details of the Kordite portrait offer 


Name 


Address 


City 


State 


(MAIL TO YOUR KORDITE DISTRIBUTOR) 


See you at the NRLDA Show, Booth No. 327 
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San Francisco, Calif. 





November 13-16. 





Biggest Convention Yet: 


NRLDA Building 
Materials Exposition 


* Pre-registrations and exhibit space sold are at all-time record for na- 


tional dealer show. 


¢ Morning clinic sessions and all-day Sunday Lu-Re-Co program are busi- 
ness program highlights. Materials handling demonstrations and clinics 
scheduled for Monday and Tuesday. Yard Planning Center a new fea- 


ture. 


¢ Many dealers plan to visit West Coast mills. Post-convention tours to 


Hawaii also scheduled. 


VERYTHING points to 
the most successful Build- 
ing Materials Exposition in 
the history of the National Re- 
tail Lumber Dealers Associa- 
tion. San Francisco is the 
place and the time is Sunday 
through Wednesday, Novem- 
ber 13-16. ‘ ; 
Dealer pre-registrations for 
the seventh annual Exposition gs oY Suidieg Ma 
are double last year, accord- terjais Exposition is 
ing to officials. Exhibit space Thomas J. Fox, president, 
sold has already exceeded last John W. Fisher Lumber 
year, with selling time left. Co., Santa Monica, Calif. 
There are sound reasons behind the popularity of 
this year’s convention besides the normal year-to-year 
growth shown by the Exposition. San Francisco is a 
natural attraction and more wives than ever will ac- 
company their husbands. Some husbands and wives 
are planning post-convention trips to Hawaii. 


Over 150 dealers have signed up for tours of major 
lumber mills en route to the convention or afterward. 
Scores of dealers plan to combine attendance with a 
West Coast vacation. 

Although hotel space is still available, early in 
September seven of the more than 50 hotels and motels 
holding NRLDA space were sold out. 

Program highlights. Several program innovations 
have been planned. Clinic sessions will be held at 
8:15 a.m., Monday through Wednesday at either the 
Fairmont or Mark Hopkins hotels with a special pro- 
gram on labor relations in the Civic Auditorium, Tues- 
day, at 1:30 p.m. 

Three clinics will be held simultaneously each day. 
The Monday clinics are: “How to Sell Architects, Build- 
ers and Contractors”; “How to Use Money, Machines 
and Manpower for Efficient Financial Management”; 
“How to Develop a Home Improvement Center.” 

Clinics on Tuesday morning will cover these topics: 
“How to Recruit, Train and Compensate Lumberyard 
Employes”; “How to Sell, Finance and Profit in the 


50 October 10, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





Second Home Market” and “How to Develop Retail 
Sales Power Through Better Merchandising.” 

Concluding clinics on Wednesday will be devoted to 
“How to Recapture Lost Markets” and “How to Profit 
from Fun in the Sun—Selling Outdoor Living.” 

Lu-Re-Co activities will be concentrated to one full- 
day session on Sunday. Clarence A. Thompson, presi- 
dent of the Lumber Dealers Research Council, will 
moderate a panel at the Mark Hopkins Hotel at 8:30 
a.m. A component material handling demonstration 
will be held in Fulton Street, adjacent to the Civic 
Auditorium, at 1:30 p.m. And a question-and-answer 
clinic will be held in Polk Hall from 3 to 5. 

Two city streets adjacent to the convention head- 
quarters, the Civic Auditorium, have been set aside to 
allow space for materials handling demonstrations and 
for outdoor exhibits which cannot be accommodated 


tion by Alcoa. 
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inside. No pedestrian or vehicular traffic will be per- 
mitted in these streets during the Exposition. 


In addition to the regular exhibits and management 
clinics, a number of special features are scheduled. 
These include a special program, “‘Wood Products Pro- 
motion for Profit,” which will be conducted by the Na- 
tional Lumber Manufacturers Association. 


A number of free tours are being sponsored by the 
California Redwood Association and the Kaiser Alu- 
minum Building Products Division. 


Thomas J. Foz, president, Fisher Lumber Co., Santa Monica, Calif., 
is general Exposition chairman. Robert J. McCutchan, Metzger Lum- 
ber Co., Lebanon, Ind., is program chairman; Phil Creden, a 'vertis- 
ing director, Edward Hines Lumber Co., Chicago is exhibits chair- 
man. Frank E. Heard, Motroni-Heard Lumber Co., Woodland, Calif., 
is attendance chairman and John W. Dain, Mahopac, N. Y., is finan- 
cial chairman. Roy L. Hutchinson is NRLDA Exposition director 


EXPOSITION ACTIVITY AREAS are indicated by this sketch. Show will take over 150,000 square feet of 
space, a record for the dealer Exposition. Area No. 1 in Grove Street will be devoted to a demonstra- 
tion of splitting shakes by the Red Cedar Shingle Bureau; No. 3 will be a Cuckler building warehouse; No. 
5, DFPA vacation home; No. 7 new Kemp system of house fabrication; No. 8, aluminum siding demonstra- 
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Exhibit Layout for NRLDA Exposition 
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Chicago builders get greater crack resistance at no extra cost with the 


KEYMESH « KEYCORNER - 


Lasting beauty and low maintenance are built 
into the new Williamsburg Apartments located 
in Chicago, Illinois. That’s because greater 
plaster-crack resistance is assured by reinforc- 
ing the lath and plaster walls. 

Valenti Builders, Inc., Chicago, found it cost 
no more to get this extra reinforcing quality. 
By specifying Keymesh, Keycorner and Key- 
strip galvanized reinforcing lath, the builders 
got top quality reinforcement with greater resis- 
tance to cracks and fire. 


Tiled bathrooms in the Chicago project have lasting beauty 
with KEYMESH reinforcement. The portland cement plaster 
reinforced with Keymesh provides a strong, maintenance- 
free base for the tile. You'll find Keymesh makes any gyp- 
sum lath and plaster wall stronger and more crack resistant. 
Keymesh rolls out flat and laps without bulging . . . forms 
easily and cuts quickly. The open mesh permits rapid trowel- 
ing and assures a full, even thickness of plaster. Keymesh, 
Keycorner and Keystrip are galvanized against rust. 








& oT KEYSTRIP is a new addition to the Keystone line of 
; plaster reinforcement. Here, this flat strip rein- 
forcement is stapled over joints where narrow 


strips of gypsum lath are used. This use of Keystrip 
é F il adds strength where needed. 


KEYSTRIP can be used as a reinforcement for plaster 

, 3 in a space too narrow for strips of gypsum lath. A 

ae ie | eae full bond of Keystrip to the plaster is assured. Key- 

strip also adds strength to points of stress above 
doors and windows. 





SSE A EMA RE LAS A 






ee 








three keys to stronger plaster 


KEYOTRIP 


Inside plaster corners reinforced with KEYCORNER 
lath have almost twice as much resistance to crack- 
ing as corners reinforced with other materials. Re- 
cent tests and actual use confirm this feature. 

The men working on the Williamsburg Apart- 
ments, as on other jobs, found the preformed, 4- 
foot lengths of Keycorner easy to handle. Key- 
corner goes into place quickly and can be nailed 
or stapled. The open mesh design makes it easy to 
plaster over and assures a complete bond. 















GALVANIZED 
REINFORCING 
LATH 





Get quality wall construction with lath 

and plaster at low cost by specifying x 

the three keys Keymesh, Keycorner 

and Keystrip. Send for more complete 

information and results of recent tests KEYSTONE STEEL & WIRE COMPANY 
conducted by leading laboratories. Write Peoria :: Illinois 

Keystone Steel & Wire Company, Keycorner + Keymesh - Keystrip - Keywall - Keydeck - Welded Wire Fabric 
Peoria 7, Illinois. Circle No. 30 on Handy Cover Card 














jmdy § Mmetal WEATHER STRIP 


In stainless steel or bronze. Complete packaged sets mean easier 
handling for you... easier installation for customers. Each set 
contains sufficient Numetal strips and accessories for one door. 
M-D Numetal door sets available with regular door bottoms or 
with any M-D threshold 





fimdj Jamb-Up voor wearer strip 


Extruded aluminum and durable vinyl. Perfect for wood or metal 
doors. Comes completely packaged with necessary strip, nails, 
screws and instructions. Available with or without extruded 
aluminum and viny! DV-1 Door Bottom. 


fmid) 1-4 roi - Back 
DOOR WEATHER STRIP 


Automatically spaces itself when properly placed against door 
stop. Economical packaged set for all standard doors. Aluminum 
or bronze—with any door bottom or threshold desired, Nails, 
screws and instructions furnished with each set. 


CASEMENT 
WINDOW WEATHER STRIP 


Easy to install on steel or aluminum case- 
ments. Slips over window flange. Style 
No. 1 is used on head and lock side or 
swinging edge of metal casement win- 
dows. Style No. 2 is used on hinge side 
and the sill. 








Style No. | Style No. 2 

















door closes 


<a Mi-GARD Automatic OW ver 
imd) 


DOOR BOTTOMS 


Made especially for doors where bottom must clear carpet or 
rug. For all doors. Available with silvery-satin or Albras finish— 
will not rust or tarnish. Furnished in standard lengths... 28”, 
32”, 36”, 42” and 48” 


Hardwore, Lumber and Building ———————— 


BUILDERS soid by oi —_ 


Supply Dealers. 


fmdyon-Garpcon andy Mu-WAY 
a. WEATHER STRIP | ma | WEATHER STRIP 
All-metal strip in handy rolls. 8 The ‘‘original’ coil metal and wool 
widths in stainless steel or bronze felt weather strip. 17-ft. roll pack- 
Has built-in tension, embossed aged with nails and instructions 
nail zone and hum-proof edge Packed 12 rolls in free display 


DEALERS orver a——_———_—— 


TODAY—your order will receive 
prompt shipment a 





‘MG! EXTRUDED THRESHOLDS 


Style AP-3% ... America’s most popular 
threshold with replaceable vinyl insert. 
Note vinyl calking strips under each leg, 
which may be removed if the use of 
Nu-Calk Calking Compound is preferred. 
Available in Alacrome or Anodized Albras. 














{md) poor BOTTOMS 





M-D Numetal door 
bottom. Extra thick 
wool felt and heavy 
gauge stainless steel, 
brass or aluminum in 
standard lengths 


M-D heavy duty ex- 
truded aluminum and 
felt door bottom in 
Alacrome or Ano 
dized satin, bright or 
brass colors, in all 


standard lengths 


M-D extruded alumi 
num and vinyl! door 
bottom in Alacrome 
or Anodized Albras, 
available in all 
standard lengths 





‘md | Combination 
DRIP CAP AND 
DOOR BOTTOM 


Complete in one unit. Style DCV 
for all exterior swinging doors, 
combines sturdy, extruded alumi 
num with tough, durable vinyl 
Aluminum drip cap sheds water; 
vinyl air-baffles touch against 
threshold to stop drafts, keep out 
dust. Also excellent for use as a 
Garage Door Bottom 


jm GARAGE DOOR 


WEATHER STRIP 


Seals all 4 sides of garage door! 
Sturdy extruded aluminum and 
durable vinyl that lasts a lifetime 
Exclusive design of vinyl weather 
strip seals out rain, snow, drafts, 
dirt. Made especially for overhead 
doors (both sectional and solid 
types) but may be used on almost 
every type of garage door. Pack- 
aged sets in poly tubing include 
screws and instructions 


Seals All 4 Sides of Garage Door 





[md) Wu-Koil 
WEATHER STRIP 


Features tough, durable viny! 
bulb edge combined with flex 
ible, lifetime aluminum. Won't 
rust or corrode. Lasts indefinitely 
in any climate. Airtight seal is 
made when viny! bulb of Nu-Koil 
strip presses firmly against door 
or window. Easy to install. Comes 
in 17-ft. rolls, packaged with 
nails, instructions and nailing 


gauge 


Mec (ALK SPEED LOAD 


(md) CALKING COMPOUND 


World's finest calking compound, in loads 
with or without new plastic nozzle that can be 
clipped to 4 different size openings. Also in 
hand squeeze tubes or in % pt., to 55-gal 


drums 
WNu-Glaze 


{md} GLAZING COMPOUND 


Always sets to rubber-like con 
sistency. Clean, easy to handle 
Use and recommend with com 
plete confidence that it always 
NU: V4L lime “stays put.’ Packed in % pt., pt 
ful ond qt. cans. 25, 50, 100 and 
880 Ib. drums 


MACKLANBURG-DUNCAN CO. 


Circle No. 31 on Handy Cover Card 





Biggest Convention Yet — NRLDA Exposition — Nov. 13-16 — San Francisco 


1960 NRLDA EXHIBITORS 


(Space sold at press-time) 


Booth 
Number 


1-Red Cedar Shingle Bureau 
3-Cuckler Steel Span Co. & 
General Plywood Corp. 
5-Douglas Fir Plywood Assn. 
7-The Kemp System 
11 (Fulton St.)-Truss 
tors of America 
12 (Fulton St.)-Pruden Prod- 
ag Co. & Reynolds Metals 
0. 
105-Local Trademarks, Inc 
106-Watco Dennis Corp. 
109-CARADCO, Inc. 
111-Building Supply News 
113-Weiser Lock Co. 
115-Biddle Purchasing Co. 
116-Shelby Metal Products Co. 
117-Libby-Owens-Ford Glass Co. 
119-Charles O. Larson Co. 
120-Timberlane Lumber Co. 
122-Valiey Craft Products, Inc. 
123-Morgan Sign Machine Co. 
131-Cal-Redwood Sales, Inc. 
135-Visking Corp. 
137-Ralston Industries 
139-National Paint & Varnish Co. 
141-C. L. Berger & Sons, Inc. 
143-Winter Seal Corp. 
149-Cuckler Steel Span Co. 
204-Berry Door Co. 
208-Hyster Co. 
210-Lockwood Hardware Mfg. Co. 
212-Remington Arms Co., Inc. 
214-Flintkote Co. 
220-Rylock Co., Ltd. 
224-Barrett Div., Allied Chemical 


Connec- 


Corp. 
231-Panelboard Mfg. Co., Inc. 
235-I-XL Furniture Co., Inc 
308-International Harvester Co 
310-Wood Conversion Co. 
312-Yancy Co. 
316-American Gas Association 
318-Caloric Appliance Corp. 
320-AMERICAN LUMBERMAN 
Magazine 
327-Kordite Co. 
329-Colorado Fuel & Iron Corp 
331-Living For Young Home- 
makers Magazine 
332-Metalbestos Div., 
Wallace Co. 
333-Knape & Vogt Mfg. Co 
339-Lakeland Equioment Co. 
346-Lloyd A. Fry Roofing Co 
407-Stanley Electric Tools Div., 
Stanley Works 
408-Stanley Steel Strapping Div., 
Stanley Works 
410-Industrial Truck Div., Clark 
Equipment Co. 
412-Popular Science Monthly 
Magazine 
414-Preway, Inc. 
418-Porter-Cable Machine Co 
420-Washington Steel Products, 


Inc. 
424-Filon Plastics Corp. 
426-Ajax Hardware Corp 
429-Aladdin’s Products 
431-Daley Store Fixtures Co. 
433-Fred Meyer of California 
435-Tartar, Webster & Johnson, 


William 


Inc. 
437-Goodyear Tire & Rubber Co. 
441-Plywall Products Co., Inc. 
443-AMERICAN HOME Magazine 
449-Independent Nail & Packing 


Co. 
451-Spotnails, Inc. 
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See pages 52-53 for floor plan and location of booths 


Booth 
Number 


502-Frigidaire Div., 
tors Corp 

508- Sineoniie Corp. & Marsh Wall 
Products, Inc. 

510-Armstrong Cork Co. 

512-Winton Lumber Sales Co. 

514-Multiplex Display Fixture Co. 

518-Georgia-Pacific Corp. 

520-NuTone, Inc. 

522-Bestwall Gypsum Co. & Cer- 
tain-teed Products Corp. 

526-Kwikset Sales & Service Co. 

nag Ss. ‘on Supply Div., U. S. 

531 = pod Tnsustries 

533-Kentile, Inc. 

535-Pickering Lumber Corp. 

539-C. Hager & Sons Hinge Mfg. 


General Mo- 


Co. 

541-Edward Hines Lumber Co. 

543-Desmond Brothers Paint Co. 

547-Jencraft Mfg. Co. 

549-Potlatch Forests, Inc. 

551-Schlage Lock Co. 

602-LOOK Magazine 

608-Chevrolet Motor Div., Gener- 
al Motors Corp. & DeKalb 
Commercial Body Corp. 

610-Macklanburg-Duncan Co. 

612-National Plan Service, Inc., 
& Better Homes & Gardens 
Magazine 

616-Emerson Electric Mfg. Co. 

618-Minnesota Paints, Inc. 

620-Dexter Lock Div., Dexter In- 
dustries 

622-E. L. Bruce Co. 

624-Disston Div., 
Co., Inc. 

626-U. S. Gypsum Co. 

629-Hobart Mfg. Co. 

633-National Oak Flooring Mfrs. 
Assn. 

635-Trewax Co. 

637-Berns Air King Corp. 

639-Continental Can Co. 

641-Donner Mfg. Co. 

647-Collin Street Bakery 

650-U. S. Steel Corp. 

651-American Steel & Wire Div., 
U. S. Steel Corp. 

702-Yale Lock & Hardware Div., 

Yale & Towne Mfg. Co. 

706-Lyon, Inc 

708-Signode Steel Strapping Co 

710-American Builder Magazine 

712-Sargent & Co. 

716-United Shoe Machinery Corp. 

718-Formica Corp. 

720-E. I. DuPont deNemours & 


Co., Inc. 
722-Ralph L. Smith Lumber Co. 
724-Lumbermens Mutual Insur- 
ance Co. 
726- -Popular Mechanics Ma paene 
747-Easi-Bild Pattern Co., 
803-Bestile Mfg. Co 
805-Ronel Corp. 
808-U. S. Plywood Corp. 
810-Celotex Corp. 
814-Norge Sales Cor; 
of Borg-Warner 
818-Andersen Corp. 
820-Powernail Co. 
822-Dodge Div., Chrysler Corp. 
i yt Aluminum & Chemi- 


es, Inc. 
831-Ruberoid Co. 
833-Amerock Cor; 
835-U. S. Atom Siding Corp. 


H. K. Porter 


., subsidiary 
orp. 


October 10, 


Booth 


Number 

837-Upson Co. 

839-Azrock Floor Products Div., 
Uvalde Rock Asphalt Co. 

841-Monroe Calculating Machine 


‘o., Inc. 
903-Littrell Hardware Lines, Inc. 
904-Pioneer Plastics Corp. of 

California 
906-Sunbeam Corp. 
907-Lumber Dealers Research 
Council 
911-Versa Products Co. 
912-National Plastics Products Co. 
913-Federal Housing Administra- 


tion 
914-Acme Steel Co. 
918-LIFE Magazine 
920-Union Pacific Railroad Co. 
921-Western Lock Mfg. Co. 
922-Southern Pine Assn. 
923-Ramset Fastening System 
926-Elk Lumber Co. 
927-Richard C. Bennett Mfg. Co. 
931-Pruden Products Co. 
933-Truss Connectors of America 
935-Logan Co. 
937-Tennessee Stove Works 
939-Wo7d Components Co. 
940-L. F. Garlinghouse Co., Inc. 
945-Durell Products, Inc. 
946-Hardware Designers, Inc. 
949-Sherwin-Williams Co. 
en Sj 2 T. Cred 


orp. 
951-Forest Fiber Products Co. 
953-Curtis Companies, Inc. 
954-Ed Fountain Lumber Co. 
1004-Challenge-Cook Bros., Inc. 
1011-Jones Veneer & Plywood Co. 
fet emma — 
1013-Parm 
1015-Jordan. Industri 
1017-Pabco Divs., Fibreboard Pa- 
per Products Corp. 
1104-Daryl Products Corp. 
1106-NRLDA Message Center 
(Sponsored by American Air- 
lines) 
1110-Westinghouse Electric Corp. 
1112-International Concatenated 
Order of Hoo-Hoo 
1114-Building Products Dealer 
Magazine 
1201-Western Building Magazine 
1203-Timber Engineering 
1204-Warp Brothers 
1205-Allied Building Credits 
1206-American Collectors Assn., 


Inc. 
1301-Kaiser Gypsum Co., Inc. 
1302-The Kemp System 
1303-Burroughs Corp 
1305-C. F. I. Boards, Inc. 
1397- natiokvae Lumber Co. 
1308-Tropicraft, Inc. 
1309-TECO Quality Control Serv- 


ice 
1314-Sanford Truss, Inc. 
1318-Moon Mfg. Co. 
1320-Caloric Appliance Corp. 
1322-General Plywood see 
1323-Western Pine wary ce 
1324-Nichols Wire & Aluminum 


Co. 
1325-Simpson Redwood Co., Div. 
1401 p Snen cng Pal wt <— Di f 
-Simpson 0., Div. o 
Simpson Tim oie. 
1402- ifornia Redwood Assn. 
1404-Western Pine Assn. 


Booth 


Number 
1406-Long-Bell Div., International 


Paper Co. 
1409-Crown Zellerbach Corp. 
1410-Olympic Stained Products Co. 
1411-Boise Cascade Corp 
1413-Protestant Chureh "Buildings 


Magazine 
1415-Western Red Cedar Lumber 
Assn 


1417-House & Garden Magazine 
1418-Acme Quality Paints, Inc. 
sao gm arking System 


0. 
1502-Radco Products, Inc. 
1504-West Coast Lumbermens’ 


1505-Johns-Manville Sales Corp. 
1509-Flash Mfg. Co. 
1510-Red Cedar Shingle Bureau 
1513-M. Lober & Associates Co. 
1601-Douglas Fir Plywood Assn. 
1603-New Castle = Inc. 
1604-Ardor Mf ,, Bae 
1 National anmeel Co. 
Reynolds Metals Co. 
Rust-Oleum arr. 
Ph‘lip Care eg he 

Bellwood » Div. “of Pack- 


ard Bell 
—e Evening Post Maga- 
ne 


1701-NRLDA Information Center 

1703-Visador Co. 

17095-Frantz Mfg. Co. 

1708-Ford Div., Ford Motor Co. 

1711-Devoe & Raynolds Co., Inc. 

1713-Goldblatt Tool Co. 

1714-DeWalt Div., — Ma- 
chine & — th 

1717-Lumber Plywood Div., 

acienatee 1 0. 
1719-Silvatek Div., Weyerhaeuser 


Co. 
1721-Dept. of Public Information, 
Weyerhaeuser Co. 
1723-Cohn-Hall-Marx Co. 
1801-Standard Dry Wall Products, 
Inc. (The Thoro Svstem) 
1802-Insulite Div., TF aepeteeccatan & 
Ontario Paper Co 
1805-Encyclovaedia Britannica 
1806-Power Lines Sales, Inc. 
1807-Tnternational Truss Plate 


Mfg. Co. 
1812-Gang-Nails Sales Co., Inc. 
oe all Business Administra- 


1816-Forest Service, U. S. Dept. 
of Agriculture 

1818-Medford Corp. 

1822-Fastener Corp. 

1825-Space-Planner Co., Inc. 

1901-Aluminum Co. of America 





Larkin Hall Annex-National Lum- 
ber Manufacturers Assn. 


Brooks Hall-NRLDA Home Im- 
provement Idea Center (Co- 
sponsored by PARENTS’ Mag- 
azine) 


Brooks Hall-NRLDA Outdoor Liv- 
aS. Center (Co-sponsored by 
California Redwood Assn.) 


Brooks Hall-NRLDA Planning 
Center (Co-sponsored by Na- 
tional Gypsum Co.) 
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There are a host of good reasons 
why dealers are tipping their hats 
to the Evanite Big Three. Take 
Poly-Clad* Plywall* Panels for 
example... with 12 popular wood 
grains that sell at half the cost of 
what you'd expect to pay for fine 
wood paneling. The baked-on 
Poly-Clad finish protects against 
fading, mars, scuffs and stains. 
Evanite* Fir Plywood—DFPA 
grade-marked — assures your 


customers of the highest quality 
interior and exterior panels. 
Evanite® Hardboard, hand- 
somely prefinished in “Drift- 
wood” ivory tone on a variety of 
textures, is economical to buy and 
has many versatile and decora- 
tive uses. 

Ask for Evanite Panels . . . the 
complete wood paneling line . . . 
more dealers do every day for 
more good reasons than ever! 


thats 
the 


wood 
paneling 


for ME / 


SALES OFFICES: Chicago, Illinois « Tampa, Florida « Coos Bay, Oregon 
Anaheim, California » Syracuse, New York « Plymouth, Michigan 


y ia 


ES Ph.“ Poty-ciad, Evanite and Piywalt are trademarks 


EVANS PRODUCTS COMPANY 


Plymouth, Michigan 
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Come to the National Retail Lumber Dealers Association Exposition 
in fabulous San Francisco. Win a free week in Hollywood and a part 


in television’s hit show- Maverick”! Visit the Kaiser Aluminum booth 
1} and get in on the big drawing. Your entry may be the lucky one! 












IN PICTURES! 


% Register for drawing at the Kaiser Aluminum booth —fyexings, ngc-1v NETWORK + CONSUL! YOUR LOCAL TY LISTING 
win an all-expense trip to Hollywood for two. Drawing 4 

to be held last day of Exposition, November 16! * While é 
at the booth pick up your free tickets for cable car rides KAI. SER 
and sight-seeing tours of San Francisco! * See Diamond- 






\| ALUMINUM 


Rib®, Twin-Ribt and other Kaiser Aluminum building — 


KAISER ALUMINUM & CHEMICAL SALES, INC., BUILDING PRODUCTS 
products at the NRLDA Exposition, November 13-16! DEPT., KAISER CENTER, 300 LAKESIDE DRIVE, OAKLAND 12, CALIF 


M 
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: Biggest Convention Yet ——- NRLDA Exposition — Nov. 13-16 — San Francisco 


Complete Exposition Program 
SUNDAY, NOVEMBER 13TH 


Exhibit Hours 12 to 6 p.m. 


Time Event Location 
8:30 a.m. Special Lu-Re-Co Construction Clinic Mark Hopkins Hotel 
10 a.m. Registration opens Brooks Hall 


11:30 a.m. Official opening of Exposition Main Entrance 
Brooks Hall 


1:30 p.m. Component Handling Demonstration Fulton Street 
Demonstration Area 


2:45 p.m. Lu-Re-Co Consultation Clinic Polk Hall 
(Open discussion ) Civic Auditorium 


3 p.m. Wood Products Promotion Clinic Larkin Hall Annex 
Civic Auditorium 


LU-RE-CO SCHEDULE OF EVENTS 


Sunday, November 13th 


Morning Panel ee ea oak + aie Mark Hopkins Hotel 
Clarence A. Thompson, Chairman 


Dr. R. G. Seymour Management Functions: 
Personnel Training; Policy Formulation; 
Pricing-for-Profit; Effective Selling. 


Prof. J. T. Lendrum Techniques of Construction: 
Coordination of Building Programs; Manufacture and 
Control of Components; Components in Future Con- 
struction; Research in Process. 


Dr. Robert O. Harvey ... .Construction and Mortgage Financing: 
Fundamentals of Financing; Acquisition and Develop- 
ment of Land; Sources of Funds; Controlling Land Uses. 


Raymon H. Harrell Lumber Dealer Research Council Programs: 
Sponsored and Cooperative Research Programs; New 
Sales and Merchandising Tools; New Components. 
Official Exposition Opening Ceremonies 
Component Material Handling Demonstration 
(Fulton Street) 


Question-and-Answer Clinics (Polk Hall): 
Construction, management, financing, land control, ma- 
terials handling of components. 
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TSE Mei ...PDO! 


| PPG announces all-new 
1961 side nete of 





i oe pure br i 
[i uaity) brushes 








Your cost only *99% 
YOUR PROFIT... °6295 








© A top quality brush for every painting need 
© An attractive price range in each line 


© A brand-new trim brush for unusually 
precise work 


® Free booklet on painting and brush care 
© Time-saving self-service selling aid 


@ Each brush wrapped in its own transparent 
glove 


| A space-saving, all-alumi- 
num rotary display with 
Vi. g cach PDQ assortment. 


If the handle is striped, 
you know it’s good . . . It’s Pittsburgh’s 








PITTSBURGH oe ee ee Ce ey ee oe ee 


| wa 
®@ Call your Pittsburgh salesman, or write Pittsburgh Plate Glass 
Company, Brush Div., 3221 Frederick Ave., Balt. 29, Md. 
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Biggest Convention Yet — NRLDA Exposition — Nov. 13-16 — San Francisco 


MON DAY, NOVEMBER 14TH Exhibit Hours 10 a.m. to 5 p.m. 


Time 
7 a.m. 


8:15 a.m. 


10 a.m. 


10 a.m. 


11 a.m. 


11 a.m. 


2 p.m. 


3 p.m. 


Event 


. 


Pre-Clinic breakfast .. 


Dealer Management Clinics: 


* How to Sell Architects, Builders and Contractors .. . 


* How to Use Money, Machines and Manpower 
* How to Develop a Home Improvement Center 
Exhibit Hall Opens 


Materials Handling Demonstration 
Cutting Costs with Efficient Machines 


Wood Products Promotion Clinic 


Profit Seminars 
* Building, Land Development and Financing 
* Store operation & hardware 
* Farm market 
* Profitable pricing 
(question-and-answer sessions ) 
Materials Handling Clinic 
Making Labor More Productive 


Wood Products Promotion Clinic 


Location 


_.“Top-of-the-Mark” 


Mark Hopkins Hotel 


Mark Hopkins Hotel 
Fairmont Hotel 
Mark Hopkins Hotel 
Brooks Hall and 
Civic Auditorium 


Fulton Street 
Demonstration area 
Larkin Hall Annex 
Civic Auditorium 


Civic Auditorium 
(upstairs ) 


Polk Hall 

Civic Auditorium 
Larkin Hall Annex 
Civic Auditorium 


TUESDAY, NOVEMBER 15TH Exhibit Hours 10 a.m. to 5 p.m. 


Time 
7 a.m. 


8:15 a.m. 


Pre-Clinic breakfast 


Dealer Management Clinics: 


* How to Recruit, Train and Compensate Employes . 


* How to Sell, Finance and Profit in the Second 
Home Market 

* How to Develop Retail Sales Power Through 
Better Merchandising 

Exhibit Hall Opens 


Materials Handling Demonstration 
Mechanization for Yards of All Sizes 


Wood Products Promotion Clinic 


Profit Seminars 
Building, Land Development, Financing 

* Store operation & hardware 

* Farm market 

* Profitable pricing 
(question-and-answer sessions ) 

Dealer Management Clinics: 

* Labor Relations—We All Have Them 
Rep. Robert P. Griffin, co-author of Landrum- 
Griffin Bill main speaker. 

Wood Products Promotion Clinic 


Materials Handling Clinic 
Yard Layout and Storage 


Location 


“Top-of-the-Mark” 
Mark Hopkins Hotel 


. Mark Hopkins Hotel 


Mark Hopkins Hote! 


Fairmont Hotel 
Civic Auditorium 
and Brooks Hall 


Fulton Street 
Demonstration Area 
Larkin Hall Annex 
Civic Auditorium 


Civic Auditorium 
(upstairs ) 


Polk Hall 
Civic Auditorium 


Larkin Hall Annex 
Civic Auditorium 


Polk Hall 

Civic Auditorium 
Sheraton Palace Hotel 
Garden Court 
Sheraton Palace Hotel 
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I LISTEN! 


He talks dealer profits — backed by brand-name quality and a reputation for 
moving inventories! He represents precision-milled, consistently-graded, kiln- 
dried lumber ... offers a wide variety of species, including Ponderosa Pine, 
Douglas Fir, White Fir, Southern Yellow Pine and Hardwoods ...on a year- 
round-delivery basis. The man we’re talking about — your Southwest “Friendly 
Indian” brand lumber representative. When he calls, it will pay you to lend 
an ear to all the facts! 


No uthwest INDUSTRIES INC 
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Biggest Convention Yet ——- NRLDA Exposition — Nov. 13-16 — San Francisco 


Program Continued 


WEDNESDAY, NOVEMBER 16TH 


Exhibit Hours 10 a.m. to 4 p.m. 


Time Location 


“Top-of-the-Mark” 
Mark Hopkins Hotel 


7 a.m. Pre-Clinic Breakfast 


8:15 a.m. Dealer Management Clinics: 
How to Recapture Lost Markets 
How to Profit from Fun in the 


Sun—Selling Outdoor Living 


Mark Hopkins Hotel 
Mark Hopkins Hotel 


Field Trip to Peninsula Area Lumberyards 


Exhibit Hall Opens Brooks Hall and 


Civic Auditorium 


Wood Products Promotion Clinic Larkin Hall Annex 


Profit Seminars 
* Building, land development, financing 
* Store operation & hardware 
* Farm market 
* Profitable pricing 
(question-and-answer sessions) 


Fee Schedule for Convention 


A 10% discount is allowed by NRLDA for registrations received by November 2nd. 
Advance registration forms, also giving a list of hotels and motels are available from 
NRLDA Exposition, Suite 302 Ring Building, Washington 6, D. C. 


Dealer registration 
Full four-day registration, admits bearer to Exhibit area at any time; all man- 
agement meetings conducted by NRLDA and action demonstrations. 


Daily dealer registration 
Good for one day only. Admits bearer to Exhibit area, any NRLDA manage- 
ment meetings and action demonstrations scheduled for that day. 


Emp'oye and guest registration 
Applies to employes, wives, guests and others with related industry interests. Ad- 
mits bearer to exhibit area only; does not include admission to business meetings. 
Dealers attending Sunday only may use this registration form. 


Special component construction clinic 
This fee is in addition to any other form of registration. 


Ladies registration 
Full four-day registration. Covers all planned entertainment for ladies—fashion 
luncheon, tour, visits to exhibit area and any NRLDA management meeting or 
action demonstration. 


NRLDA Dinner dance, per person 
Tuesday at 7 p.m. Entertainment by University of California Glee Club. 


Pre-Clinic breakfasts 
Limited number of reservations for Top-of-the-Mark. 
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Civic Auditorium 


Civic Auditorium 
(upstairs ) 








Parents Magazine’s 
Remodeling Promotion 


The NRLDA Home Improve- 
ment Center, co-sponsored by 
Parents Magazine, will occupy a 
40x40’ area at the Exposition. Pur- 
pose of the Center is to help deal- 
ers develop a profitable remodeling 
center in their own showrooms. 

A section of the Center will be 
taken by a kitchen remodeling proj- 
ect, part of full-scale in size. Par- 
ents’ Magazine will explain a new 
remodeling and home improvement 
program to dealers visiting the 
Center. 

The first 500 dealers who qualify 
for the program will be featured 
as “local headquarters for remodel- 
ing and expansion ideas,’ in the 
April, 1961 issue, which will fea- 
ture remodeling and expansion. 

















Eldon McNamer, left, and 
Jerry Stubbs, two of 

White City’s owners, 
inspect high quality veneer 
ready for layup 









OWNERS 
SUPERVISE 


SHEATHING 


PRODUCTION 
...at White City Plywood Co. 





Another one of owners, Walt Marugg, right 





supervises accurate trimming at saws 


Quality control receives constant attention of the experienced 
on-the-job owners of White City Plywood Co., 100% DFPA mill 
near Medford, Oregon. 


This is one of the reasons buyers can count on dependable quality 
plywood (lumber and imported products, too) from Vanply, sales 
agents for White City and other leading producers in the West. 


And one call does it all. Save time and make more money by calling 


VANCOUVER PLYWOOD CoO. 


P. 0. BOX 720 + VANCOUVER, WASHINGTON «+ Phone OXford 3-2514 +» TWX VAN 648 
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Sievers Mullin Fields 


Gannon Leishman 


MANAGEMENT CLINICS 


(See preceding pages this issue for date and hour of clinics) 


“HOW TO DEVELOP A HOME IMPROVEMENT CENTER” 
Program Manager—Robert J. Lawrence, Manager, Mon- 
tana Retail Lumbermens Assoc. 
Dealer Chairman—Robert Sievers, Fisher Lumber Co., 
Santa Monica, Calif. 
A skit is being written by AMERICAN HOME Mag- 
azine which deals with the problems of a home im- 
provement center. Professional actors will be hired for 
the dramatization. 


“HOW TO SELL ARCHITECTS, BUILDERS AND CON- 
TRACTORS” 
Program Manager—Orrie W. Hamilton, Executive Vice 
President, Southern California Retail 
Lumber Association 
Dealer Chairman—Wayne F. Mullin, President, Mullin 
Lumber Co., Los Angeles, Calif. 
Panel Members—Stanley G. McDonald President, South- 
ern Calif. Retail Lumber Assn., and Vice 
President, Owens-Parks Lumber Co., Los 
Angeles, Calif. 
John D. Lusk, Home Builder, Los An- 
geles, Past President of Los Angeles 
Building Contractors Assn., National Di- 
rector of National Home Builders Asso- 
ciation 
Champ Sanford, Architect, Yakima, 
Washington 
Russell S. Best—Custom Builder, Long 
Beach, Calif., President of State Builders 
Exchange. Leading general contractor in 
Long Beach area 


“HOW TO USE MONEY, MACHINES AND MANPOWER 
FOR EFFICIENT FINANCIAL MANAGEMENT” 
Program Manager—Theodore I. Hunsaker, Ex. Secretary, 
Lumber Trade Association of Greater 
Chicago 
Dealer Chairman—James Gee, President, Gee Company, 
Chicago, Illinois 
Participants—Logan A. Boggs, Burroughs Corporation, 
Detroit, Michigan “Historical Accounting is 
Obsolete!” 


Metcalf 


Ira S. Fields—Fields & Fields, Chicago, II. 
“There’s GOLD in Your Financial State- 
ment” 

Andrew J. Watt, U. S. Gypsum Co. Vice 
President of Sales Promotion “Financial 
Management Can Be a Team Work Affair” 


“HOW TO DEVELOP RETAIL SALES POWER THROUGH 
BETTER MERCHANDISING” 
Program Manager—Hugh O. Tompkins, Managing Direc- 
tor, New Jersey Lumbermen’s Assoc. 
Dealer Chairman—Frank F. Blaisdell, F. F. Blaisdell, Inc., 
Red Bank, N. J. 
Participants—Patrick (Pat) H. Gannon, Building Products 
Marketing Manager LOOK Magazine, N.Y. 
Robert Burnett—BETTER HOMES AND 
GARDENS 
Richard (Dick) P. Harmel, Manager, Markets 
=e Merchandising Dept. LOOK Magazine, 


Peter Young, Assistant Director, LIVING 
for Young Homemakers’ Design Center, 
Chicago, III. 

Arthur C. Johns, Coordinator, Kitchen- 
Planning Services LIVING for Young Home- 
makers, Chicago, III. 


“HOW TO RECRUIT, TRAIN AND COMPENSATE LUM- 
BER YARD EMPLOYEES” 

Program Manager—Ross G. Kincaid, Managing Director, 
Western Retail Lumbermens Associa- 
tion, Seattle, Washington 

Dealer Chairman—Robert K. Leishman, Crown City Lum- 
ber and Mill Co. Pasadena, Calif. 

Participants—Arthur A. Hood, Moderator, AMERICAN 

LUMBERMAN 
Richard T. Wasson, General Manager, Re- 
tail Sales Div. H. O. Seiffert Co. Everett, 
Washington 
Panelists—Elmer S. White, Finch, Pruyn & Co., Glens 
Falls, New York 
Edward H. Metcalf, Director, King Lumber Co., 
Bakersfield, Calif. 
Charles E. Link, Retail Sales Div., Boise Cas- 
cade Corp. Boise, Idaho 
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McDonald Romney Patterson 
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“HOW TO SELL, FINANCE AND PROFIT IN THE SEC- 
OND HOME MARKET” 
Program Manager—Jack Pomeroy, Lumber Merchants 
Association of Northern Calif. (S.F.) 
Dealer Chairman—Robert V. Blackstock, W. H. Black- 
stock Lumber Co., Seattle, Wash. 
Participants—Donald A. Jaenicke, Special Projects Direc- 
tor, Douglas Fir Plywood Association, Ta- 
coma, Washington 
Leslie E. Guinivere—Allied Building Credits 
re Manager of their San Francisco 
office) 


“LABOR RELATIONS—WE ALL HAVE THEM” 
Program Manager—K. D. “Ted” Green—Executive Direc- 
tor, Detroit Lumbermen’s Assn. 
Dealer Chairman—William McCready, W. J. McCready 
Lumber Co., Forest Grove, Oregon 
Participants—Roy G. Leitch, Jr., President, Grace Harbor 
Lumber Company Detroit, Michigan “A 
Factor of Company Success” 
Norman Halliday, Boise Cascade Corpora- 
tion (Director of Labor Relations) “Import- 
ant Things to Know in Dealing with and 
Negotiating Contracts with Unions” 
The Honorable Robert P. Griffin, Congress- 


man from Michigan (Rep.) Co-author of 
Landrum-Griffin Bill “Understanding Our 
Labor Laws and Regulations” 


“HOW TO RECAPTURE LOST MARKETS THROUGH FI- 
NANCING AND SERVICE” 
Program Manager—G. R. Michaels, Secretary Manager, 
Arizona Retail Lumber and Builders 
Supply Assoc., Inc. 
Dealer Chairman—Tom Sneddon, General Manager, Best- 
way Building Center, Boise, Idaho 
Panelist—Dean A. Drake, Asst. Manager, O’Malley Com- 
panies-Tempe Yard, Tempe, Ariz. 


“HOW TO PROFIT FROM FUN IN THE SUN—SELLING 
OUTDOOR LIVING” 
Program Manager—L. Vincent Ogletree, Ex. Secretary, 
Florida Lumber & Millwork Assn. 
Dealer Chairman—Melbourne Romney, Jr., Vice President, 
Romney Lumber Company, Salt Lake 
City, Utah 
Participants—William C. Bell, Manager, J. Knox Corbett 
Lumber Co., Tucson, Ariz. 
Douglas Baylis, Landscape Architect, San 
Francisco, Calif. 
Robert E. Patterson, Central Valley Builders 
Supply St. Helena, California 





DEMONSTRATION WAREHOUSE will show dealers how materials can be most efficiently 
handled and stored. Dealer observers will receive numbered stubs and entire warehouse will 
be moved expense-free for the dealer with the winning number. 


What's New in Materials Handling 


Materials management is an important part in the NRLDA 
Exposition. Jim Wright, in this exclusive interview, describes 
latest trends and what dealers will see and hear in this field 
at the show. Wright is NRLDA materials handling director. 


Q. Just what is your philosophy con- 
cerning building materials handling? 
How do you view the overall sub- 
ject, Mr. Wright? 

A. I wish we'd stop using that term 
“materials handling.” I’m afraid most 
persons have come to use it inter- 
changeably with “mechanization.” It 
isn’t that at all. There is much more 
to the subject than simply mechani- 
zation. I now prefer to call it “materi- 
als management.” 

Q. Why do you like the management 
term over handling? 

A. Because there is more to the sub- 
ject than simply moving lumber around 
the yard. Materials handling is an es- 
sential part of management. It is a 


very important part of the dealer’s 
profit picture. 

Q. Do you have anything concrete to 
base that on? 

A. I am just completing figures on 
that. I'd prefer not to give them out at 
this time. I want them to be a sur- 
prise for the dealers at the conven- 
tion—and they aren’t in final form. 
However, I can tell you this. All the 
things dealers have been told in the 
past about improving their profits are 
excellent and should be followed. 

But until you get down to the basic 
thing—lumber—and find out costs of 
moving it into and out of the yard, 
you can’t have sufficient data to plan 
prices and consequently profits. I 
think most dealers are missing the 
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boat. They can figure a lot of items 
into costs, but too frequently they 
overlook the only one they have room 
to work with. 

Q. What is that? 

A. Manpower, or if you prefer, la- 
bor. I've broken down all the costs 
the building materials dealer can pos- 
sibly have. I got them from hundreds 
of dealers themselves. All these costs 
comprise, individually, a small per- 
centage of the whole. And most of 
them are relatively fixed. However, 
the average of hundreds of dealers 
costs shows that labor is by far the 
largest single item—about 12% of the 
total. 

Q. Are you figuring in sales commis- 
sions or what? 

A. No. What I’m talking about is the 
labor involved around the yard— 
handling materials. And until the deal- 
er breaks that cost down to each 
thousand feet of lumber, or some 
similar small measurement, he can’t 
know how much to charge for the 
items to get his profits up. Too fre- 
quently he figures on a carload, not 


69 








GET YOUR SHARE of the Big “Second Home” 
Trend to “OPEN-SPACES” LIVING with 


Pa ag 


PRESSURE TREATED 


LUMBER 


Offer the Economy of 
Proven Protection against 
Decay and Termites 


There are extra profits to be made in the 
growing desire for “a place in the country”. 
Often as not, the building site is in a 
wooded area or near a lake where moisture 
conditions and decay spore prevalence from 
surrounding timber land is a big factor. 
When you receive a materials list or cus- 
tomer interest for the popular pole-type 
cottage above, be sure to point out the need 
for OSMOSE Pressure Treated posts and 
lumber to provide positive, long-lasting 
protection against decay and termites. Point 
out that this extra protection may prevent 
untold expense later on and increase the 
resale value of the building. You'll find 
many opportunities to sell OSMOSE Pres- 
sure Treated Lumber because it lasts 3 to 
_ 5 times longer than untreated lumber... 
| takes the place of a prime coat...holds 
| paint better...is clean to handle. It can be 
| an extra profit-maker for you! 


from Coast to Coast. 
) Write for name 
of nearest Supplier. 


on a smaller item. Therefore, his fig- 
ures are way out of line. 

Q. What's the result? 

A. His profits are down, of course. 
I intend to show at the convention 
to any interested dealer just how to 
really “cost” his products and lift his 
profits! 

Q. What about your program to 
standardize materials shipments? Has 
anything happened recently? 

A. We just finished a three-day joint 
meeting of lumber manufacturers, 
wholesalers and dealers. Our materi- 
als handling committee finally came 
up with a shipment standard that 
everyone agrees to and will follow. 

Q. 1 thought you already had such 
an agreement? 

A. We got several mills to agree to 
standardization—everyone is for it, 
but few will practice it and the ef- 
forts broke down. Then the whole- 
salers asked for this joint committee 
and we hammered out an agreement 
that all say they will use. At first only 
200 mills agreed to our idea, but with 
this latest idea 420 mills have signed 
up and more are coming in on the 
standardization! 

Q. Are the manufacturers willing to 
push for standard unitized shipments 
now? 

A. Yes. There is now tremendous in- 
terest from the mills. Dealers accept 
the plan. Approximately 50% of all 
lumber manufacturers have agreed to 
unitized shipments. 

Q. How will the dealers know which 
manufacturers are using unitized ship- 
ments? 

A. We are drawing up a list of all 
mills that practice standardization. It 
will be available free for the asking 
to any retail building materials dealer 
at the San Francisco convention. By 
Exposition time, we expect to have a 
supplemental list to the one we are 
getting together that will be just as 
large, contain as many mill names. 

Q. Then you don't consider the list 
complete at this time? 

A. No, it’s not complete by any 
means. More and more mills are 
showing interest. We are still recep- 
tive to adding names and feel sure 
we will have signed up many more 
manufacturers by November. 

Q. Well, NRLDA had already an- 
nounced it wanted 4x4 unitized pack- 
ages for lumber shipments. What hap- 
pened to that? 

A. Yes, we had said we want such a 
size. That’s what got this thing off the 
ground. We feel standardized ship- 
ments lend themselves to more eco- 
nomical materials handling for the 
dealer, or the wholesalers. It takes 
best advantage of storage space. a big 
problem to the dealer. Eventually, we 
expect to be able to divide unitized 
package shipments into one-half or 
one-third units too. 

Q. Why did you hit on 4x4’ as the 
ideal standardization? 

A. We think it offers better efficien- 


cy, best fits into most dealers’ build- 
ing widths. It’s better adapted to box- 
car, flatear or truck shipments. New 


OSMOSE woopD PRESERVING CO. OF AMERICA, iNC. 
984 Ellicott Street + Buffalo 9, New York 
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York is the only state where it isn’t 
completely adaptable. The 48” nom- 
inal width can be shortened for high- 
way travel. Other industries than our 
own have found this unit to be the 
best. 

QO. Then 4'x4' will be the unit standard? 

We prefer to call it 4 by 15 pieces 
high of 2” dimension or 30 pieces 
high of boards. It works out exactly 
right that way. 

Q. Have all parties concerned ac- 
cepted this standard? 

A. Yes. By unanimous vote in our 
committee, all manufacturers, whole- 
salers and dealers have-accepted this 
standard. All three associations had 
already agreed to accept the best 
workable unit the joint committee 
could come up with. 

Q. What about those mills who have 
used other units in the past? 

A. Representatives from those mills 
who had other sized units agreed they 
could work into using this one and 
will. This is a big step forward. We’re 
ready to move with the “standard unit 
for the whole industry.” 

Q. What about those mills that have 
been palletizing in 2’x2’ packages? 

A. It’s easy for them. All they have 
to do is combine two _ packages. 
They've agreed to do so. The Mc- 
Cracken system fits right in, too. 

Q. What about shipments in narrow- 
door cars? 

A. The dealer who is forced to accept 
shipment in a narrow-door car can use 
a fork and boom to unload the car. 
He can make up units at the car 
door. 

Q. Then this meeting was quite suc- 
cessful? 

A. This was the best, most coopera- 
tive meeting we've ever held on ma- 
terials handling. We're on the right 
road. Manufacturers think the new 
standard fits. Wholesalers are con- 
vinced it can’t miss. And the dealers 
know it works. 

Q. Well, now that you've agreed on a 
standard, what do you plan to show 
the dealers at the NRUDA conven- 
tion next month? 

A. We're going to have new “firsts” 
in component handling and materials 
handling. Sunday, November 13, will 
be devoted to component handling us- 
ing various systems. Another first will 
be an actual truss-making plant op- 
erating on Fulton Street outside the 
Auditorium. 

The component demonstration Sun- 
day will feature materials brought into 
a simulated lumberyard in standard 
units. It will show components ac- 
tually being fabricated, unitized into 
complete houses and unitizing trusses 
for delivery. 

Q. What else is happening? 

A. The steel strapping industry wili 
have a setup to show correct methods 
of — units and what strapping 
of each type costs. They will take 
standard units, place them in the 
demonstration area and show differ- 
ent strapping systems, so visiting deal- 
ers can choose the one that best fits 
their yard. They will show how to 


cover materials stored outside as well. 
On Sunday, opening day, the dem- 
onstrations will begin at 1:30 and run 
to 2:30. At 3 p.m. visitors can go to 
a question-and-answer clinic. Every- 
thing on component handling will be 
shown that one day. After speeches, 
sections will be formed so dealers can 
attend whichever one they want, or 
mix them up. There will be too much 
to handle in one general session. 
Q. 1 understand the mayor of San 
Francisco had set off a street or two 
for these demonstrations? 
A. That’s true. Not only that, but he 
is having plants and landscaping set 
out so no one coming down the street 
can even tell it continues. In addition, 
the Southern Pacific railroad is 
bringing in a flatcar ted by truck so 
we can use the car for unloading 
demonstrations. 
Q. What happens Monday? 
A. There will be comprehensive han- 
dling demonstrations using the 4’ 
wide by 15 piece high units showing 
unloading and handling from the flat- 
car to various yard operations. The 
newest in fork lift trucks will be 
shown. Units will be composed of 
various package systems including 
McCracken, 2x2’s, etc. We will show 
new scissors lift trucks, a new dump 
trailer and new rack systems for 
handling standard systems and com- 
binations. 
Q. Then you will have new equip- 
ment to show, new fork lifts and so 
on? 
A. Yes. The very latest. One of the 
most interesting is a truck body that 
can dump half its load from one side, 
then shift the other half over 2’ to 
center to balance the truck. All this 
will be supported by clinics, too. 
Q. Any talks that day? 
A. Yes. Wendell Scott, chairman of 
our exposition materials handling 
committee, will discuss “Temporary 
Storage Bins,” show how they offer 
savings. On our field trips we will see 
some of them. J. D. May, U. S. Gyp- 


sum, will talk on “Yard Layout,” 
Homer Haywood will talk on “Order 
Assembly” and C. H. McCarthy of 
Crown. Zellerbach will discuss “The 
Need for Standardization and Pack- 
aging in Retail Building Material Op- 
erations.” 

Robert Lawrence, executive secre- 
tary, Montana Retail Lumbermens 
Association will be MC and R. R. 
Dooley, USG, will MC the demon- 
strations. 

Q. What do you have planned for 
Tuesday? 

A. We will show a speed-up unload- 
ing arrangement worked out by a 
California dealer. There will be dem- 
onstrations of unloading cars of gyp- 
sum, brick and roofing. There will 
be a repeat of the strapping demon- 
stration and we will show a new 
hand truck. 

Q. What about it? 

A. Using the braked hand truck, we 
will show how it can move 2-3 wall 
sections or 2 trusses with only one 
man operating it. We will also show 
how one man can place standard units 
in storage bins mechanically. Our 
theme that day will be “How to Make 
One Man More Productive,” in other 
words, “Labor Day.” 

Q. Any speeches on Tuesday? 

A. W. B. Oldham will talk on stand- 
ard units and how they help reduce 
cost and make men more efficient. 
B. J. Stahlman will talk on “Develop- 
ment of Personnel for Mechanized 
Materials Handling” and I will dis- 
cuss “Labor Budget.” That’s when 
I'll bring out those labor figures we 
were talking about earlier. 

Q. What do you plan for Wednesday? 
A. Wednesday is field trip day. We 
will travel in a fleet of buses with 
Bob StahIman as MC. It opens at 8 
am. and ends at 1:30 p.m. goes to 
Cheim Lumber Co. and Dowd Lum- 
ber Co. in San Jose, Progress Lum- 
ber Co., Redwood City, and Merner 
Lumber Co. in Palo Alto. There will 
be a coffee-break stop. 


Free Professional Yard Planning 
Advice Available at Exposition 


A “talking lumberyard” at the Ex- 
position will tell dealers how to han- 
dle and store their materials most ef- 
ficiently. 

This unique exhibit, sponsored by 
U. S. oo Co., will be found in 
the southeast corner of Brooks Ex- 
hibit Hall in the Civic Auditorium. The 
scale yard is laid out with colored 
blocks to designate the store, sheds, 
aisles, roadway, parking space and 
other areas. 

The commentary on the four-min- 
ute recorded tape ties each yard area 
by color, thus making it possible for 
the dealer to enter during the middle 
of the “performance” and get the 
whole story. It will be a continuous 
performance. 

Individual dealer help in solving 
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yard layout problems will be availa- 
ble from U. S. Gypsum specialists in 
this field. The Chicago office of USG 
is sending a draftsman, who works 
regularly on yard layouts. Dealers are 
invited to bring their land plots or 
diagrams of proposed remodeling 
plans for discussion with the layout 
experts. 

Professional blueprints of scores of 
yards serviced by USG will be sep- 
arated in racks by state or area so a 
dealer can visit these yards when he 
gets home. Lighted transparencies of 
six “before” and “after” yards will be 
shown on the back walls of the cen- 
ter. 

Dealers will also be advised regard- 
ing the type of equipment required to 
meet their specific needs. 
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GIB NIELSEN at 320-acre 
“Green Acres’ site in 
Neenah, Wis., which will 
eventually contain 1,000 
homes along with shop- 
ping center, churches, 
school. Partial view of 
plat shown above. 


Dealer Gains Land Profits and Materials 
Sales By Joining Development Group 


Hometown investors net 20°%, on land. They help Wisconsin 
lumberman finance three major developments while he makes 
full markup on materials. 


NEENAH, WIs. 

NVENTORY CONTROL is an im- 

portant benefit for the retail build- 
ing materials dealer engaged in land 
development. 

That's the conviction of president 
Gilbert E. “G'b” Nielsen, Home Lum- 
ber & Millwork Co., Inc. 

“As an example, if one type of 
insulation board isn’t moving well, 
you can use it in your own construc- 
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tion without reducing quality,” he 
points out. 

Nielsen got into land development 
five years ago by ‘oining a group of 
professional and businessmen who 
wantec io invest. They bought an 80- 
acre tract in southeast Neenah. Home 
Lumber has sold a lot of building 
materials for the development, now 
nearing completion. 


“In nearly every instance where we 
didn’t build a house in the subdivision 
ourselves,” Nielsen relates, “the con- 
tractor who did bought almost all his 
materials from us. Either way, we 
controlled the sale!” 

Investors netted more than 20% 
profit on sale of land in the develop- 
ment after purchase and improvement 

(continued on page 74) 
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No. 4-L 
SINGLE SURFACER 


a@ money saver for 

lumberyards and growing shops 
A medium size, wedge bed adjusted planer with built-in 
accuracy. Instantaneous micrometer control of lower 
rolls and back pressure bar saves time. Sectional feed 
rolls, chip breakers and four driven rolls contribute to 
safe, kick-back free operation. These and other features 
make this moderately priced planer your best buy. Sizes 


24”, 26”, 30” x8”. Write for Bulletin No. 61. e 


BUSS MACHINE worKS, INC. 
A Subsidiary of Greenlee Bros. & Co. 

238 EIGHTH STREET EX 2-234 HOLLAND, MICHIGAN 
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DON'T TAKE CHANCES WITH 
“JOHNNY COME LATELY” FINISHES 
FOR WOOD FLOORS. 


Soll the original 


“bowling-aliey” finish for home floors... 
consumer-proven for 12 years in 
millions of American homes. 


FABULON 


THE 


FLOOR FINISH 


never needs waxing 
or scrubbing 
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Backed by consistent national advertisir 
Tele elselaulehilelsbme-t- 10-5 Mal -iiel- mel. ilelg — 
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For full details, write 


PsS, PIERCE & STEVENS CHEMICAL CORP 
. 710 Ohio St., Bu c i 
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John Wood Portable Heaters 


Your sales soar with new John Wood Portable 
Heaters! Exclusive combustion chamber eliminates 
smoke, odor and visible flame. Sturdy construction 
withstands the toughest treatment. John Wood Port- 
able Heaters incorporate the exclusive clean shutoff 
valve. Construction Crews can work all winter in 
comfort...3 John Wood models will handle all 
temporary heating jobs! You’re sure to make big 
profits with these Portable Heaters... backed by 
John Wood’s 90 years in the field of combustion 
engineering! 


MODEL PH 80 MODEL PH 120 MODEL PH 350 
Delivers 80,000 BTU’s; 120,000 BTU’s per Heavy construction unit 
operatesfor20hourson hour. Handsome, for peak heating de- 
one tank of fuel; pro- sturdy, well balanced mand...delivers 350,000 
vides the best features deluxe unit is ideal for BTU’s per hour. Roils 
of portable heating! all installations. easily on large wheels 


Find out today how you can build year-'round sales with 
the new John Wood Portable Heater Dealer Plan! Write: 


JOHN WOOD COMPANY ge 


Heater and Tank Division 
hohocken, Pennsyivania—Chicago, lilinois 
Circle No. 41 on Handy Cover Card 
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LAND PROFITS 


(begins on page 72) 





costs. Neenah is booming, having 
more than doubled its 13,000 popula- 
tion in the last 10 years. So much 
construction is going on the city now 
requires developers to pay for sewer 
and water installation and street pav- 
ing. 

“Around here,” observes Nielsen,” it 
costs an average of $1,600 per 60’ lot 
just for the improvement before build- 
ing. That’s why you have to be mighty 
careful about selecting a site, finding 
out whether you have to install inter- 
cepters or lift stations and if you can 
offer city conveniences. You lose 
many potential buyers if you get too 
far out of town.” 

Builders, Inc. Expanding paper mills 
in Neenah have brought in new exec- 
utives who demand quality and in- 
dividuality in their homes. Nielsen or- 
ganized a Home Lumber subsidiary, 
Builders, Inc., to construct homes in 
the higher price range. 

“That way I avoid competing with 
contractors who buy from Home 
Lumber,” Nielsen explains. “Normally, 
they build in the under-$20,000 class, 
so I keep out of their way.” 


A lawyer member handles legal 
details of the land development com- 
panies. Both he and Nielsen have realty 
state licenses and do all the lot and 
house selling. They will take homes 
or lots as trade-ins, figuring they can 
always dispose of them, too. 

Inventory control. Nielsen always 
has several homes under construction 
the year-round. This permits him to 
plan building material needs, order in 
car or truckload lots and schedule 
work. 

Plumbing, heating, masonry and 
electrical work is subcontracted. Be- 
cause he keeps these people busy, 
Nielsen gets prompt service. They’re 
on the job at the scheduled time just 
as his own 10-man carpenter and 
four-man paint crew is. 

“It’s so much easier to sell a whole 
house package for $25,000,” Home 
Lumber’s president claims, “than it is 
to stock $25,000 worth of materials 
and wait around for piece sales.” 

If Builders, Inc. can’t keep up with 
the demand, Nielsen subcontracts con- 
struction to “loyal, paid-up” builders 
who buy from Home. He has halted 
credit dealings, shifted to cash-and- 
carry operation. Business hasn’t suf- 
fered and Nielsen realizes a 25% an- 
nual return on his investment. 

Lu-Re-Co. A firm believer in use 
of components wherever possible, 
Nielsen plans to introduce components 


PREBUILT WINDOW FRAME is typical 
shop product of Home Lumber, Neenah, 
Wis., which will be used on dealer's 
construction job. 


developed by the Lumber Dealers Re- 
search Council as soon as he can. He 
already has Lu-Re-Co. jigs set up in a 
shop ready to begin fabrication. 

New development. Long-range plan- 
ning pays off in land development, 
insists Nielsen. Nearly five years ago 
he joined another investment group to 
buy two 160-acre farms southwest of 
Neenah. The 1 x %4-mile tract was 
held for future development. 

The two farmers stayed on and 

(continued on page 76) 





sS3 
STEEL PRODUCTS 
FOR FARM, HOME 

AND INDUSTRY 


All these sales making items from one convenient source! 


CONTINENTAL STEEL 


Farm-Proved Profit Makers 365 Days A Year! Here’s quality 
you can count on... Continental Steel Products... proved on the 
farm, known on the farm for over half a century. Here’s strong brand 
identity backed by continuous consumer advertising. Here are 83 steel 
products that sell every day in the year... from triple-protected 
Flame-Sealed Fence and easy-driving steel fence posts, brighter orna- 
mental lawn fence, reinforcing fabric, and baler wire, to high quality 
steel siding and roofing, barbed wire, and 10,000 kinds and sizes of 
nails that are made sharper and cleaner. Check up and stock up now. 
Remember—you can’t go wrong with a line so strong! 





CORPORATION * KOKOMO, INDIANA 
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CONTINENTA FENCE 


PRODUCERS OF: 15 Types of Farm Fence, Posts, Gates, Barbed Wire, Standard 
Styles of Galvanized Roofing and Siding, Nails, Staples, Lawn Fence, Welded Wire 
(Reint it—Gal d), Wire Products. 


October 10, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





Now at America’s most progressive distributors 


f 


THE ONLY POWER MOWERS IN 
THE INDUSTRY THAT WILL: 


TRIM \ EDGE 


YOUR HEDGES YOUR LAWN 


CUT 


YOUR LOGS YOUR GARDEN 


BOOST YOUR PROFITS Beef Up Your P. & L. Statement. 


Just look at ACCO’S exclusive ‘Big 5’ sales features! — Most complete line from any distributor — New 
Power Take-Off Kit — Convertible Outboard Mower—Christmas Bonus Promotion for extra sales—Hard- 


hitting, colorful national advertising. 
Intentionally better . . . by design 


ACCO 


POWER PRODUCTS DIVISION 


American Chain & Cable Company, Inc., Stevens Lane, Exeter, Pennsylvania 
Executive Offices: Bridgeport 2, Conn. — Export Dept.: 230 Park Ave., New York 17, N. Y. 
Canadian Sales Agents: John A. Huston Co. itd., Toronto 10, Ont., Canada 
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An Insert Window for 
flush outside door 


MADE OF HEAVY 
EXTRUDED 


ANU MINIM 


Easy to install in any 142” to 1%4” flush 

door — completely weatherstrippec 

Glass panels and screen panels easily 

removed from inside for washing. 

No outside screws. Can be securely 
locked trom inside 


Weatherproofed in Winter! 
Screen Ventilation in Summer! 


The DORAIRE* gives both light 
and ventilation, according to need. 
It's a window, it's a screen— 

in your door. 
Write, Wire, or Phone for details. 
Ask about our complete line ot 
Lineals for Storm Windows. 
*Trade Mark 


PRODUCT 


SOUTHEASTERN 
TOOL & DIE COMPANY 
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Box 
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HOMES IN WHITENACK, Neenah, Wis., built by Nielsen's Builders of Home Lumber 
& Millwork Co. This subdivision is now five years old. 





LAND PROFITS 
(begins on page 72) 





cultivated the farms during the waiting 
period. The investor group has paid 
taxes and other routine expenses from 
its share of the crop sale. 

Called Green Acres, the plat has 
been annexed to the city and only 
now is being improved. 

A strip of the 320-acre site along 
U.S. 41 is zoned light commercial. 
Already a motel has gone up and 
apartment houses and a shopping cen- 
ter will be built. 

A double row of trees was left 
standing, blocking off this strip from 
the area farther west designated for 
residential construction. Nielsen fig- 
ures this 1,000-home development 
will take 15 years to complete. 
Churches and a school are planned. 

“We have several hundred thousand 
dollars tied-up in Green Acres,” Niel- 
sen states. “We'd have gone under if 
we hadn’t planned this development 


thoroughly or had been undercapital- 
ized, 

“But now,” he grins, “this should 
keep us busy for a long time. Home 
Lumber company should grow right 
with it!” 


Oregon-Pacific Combines 
Lumber, Plywood Firms 


PORTLAND, ORE.—Two firms for- 
merly doing business under one roof 
as Oregon-Pacific Lumber Co. and 
Oregon-Pacific Plywood Corp. will 
now operate under the single name 
Oregon-Pacific Forest Products Corp. 

President Jack Saltzman said the 
former lumber and plywood com- 
panies will operate as divisions of the 
new corporation. He pointed out that 
O-P recently acquired control of 
large stands of western white spruce 
in north central British Columbia, has 
expanded its import activity and di- 
versified its services in marketing hard- 
board, particle board and prefinished 
paneling. 


EXECUTIVE HOME in $25,000 range built in Gib Nielsen's Whitenack subdivision. 
Dealer's realty agency handles home sales for his building company. 
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PREfinished 


Twice the wear 
—half the care 


How to save 
40% to 50% on-site labor 
on Oak Floors 


FINEST FINISH EVER GIVEN HARDWOOD FLOORS 


Eliminate floor sanding and finishing to free yourself from a big head- 
ache in home construction and to save on-site labor costs. When you use 
Bruce PREfinished Floors there’s no waiting for sanding, no tieups while 
finishes dry, no interrupting other work. Bruce PREfinished Flooring is 
easy to lay (just like plain strip) and the beauty and durability of the 
factory-applied finish are far superior to on-the-job finishes. Write today 
for complete facts. See our catalog on all Bruce Floors in Sweet's File. 


Bruce PREfinishing eliminates all these operations 
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APPLYING FILLER and FINISH WAXING and BUFFING 
(2 or 3 operations) (2 operations) 


PRE finished Floors 








BRUCE |. L. BRUCE CO., 1594 Thomas St., Memphis 1, Tenn. 








“As long as the majority of businessmen 
take a disinterested or passive attitude 
on political or public opinion, we shall 
continue to be at the mercy of those 
who have never been given an oppor- 





tunity to know the true story of our 
operations and people will continue to 
listen and agree with those individuals 
in public life who look upon a business- 
man as somewhat of a questionable 


Lumbermen-politicians say: 


"GET INTO POLITICS” 


© Don't expect to benefit from your political connections, 
although you may, according to these dealers who have 
been active in public life. 


You will be respected if you speak out, although you can 
expect some brickbats. Dealers find that political service 
can pay dividends in self-satisfaction and a richer busi- 


ness background. 


EING ACTIVE IN POLITICS 
B may hurt your business or help it, 
but you should participate—not as a 
lumberman, but as a businessman and 
citizen. 

That is the feeling of many retail 
building materials dealers who were 
interviewed by A. L. and Building 
Products Merchandiser in all parts of 
the country. Most of them have held 
some political office ranging from 
mayor down to volunteer fire chief. 

“I think that lumberman should 
share the public responsibilities like 
other citizens and see no reason why 
they should enter politics just because 
they are lumbermen,” says Bayard 
Tupper, Smith-Tupper Lumber Co., 
Farmington, Mich. 

“In other words, it’s a matter of 
being a good citizen rather than any 
thing else,” added Tupper. 

Speak out. J. C. Hayes, regional 
manager, Boise Cascade Corporation, 


78 


which operates over 100 retail lumber 
yards, has served in the Idaho House 
of Representatives and as mayor of 
Homedale. 

“I am thoroughly convinced that 
any businessman who tries to hide his 
political feelings is only damaging 
himself and his industry,” declared 
Hayes. 

“When we refuse to speak out or 
take a stand because of possible cus- 
tomer relationships, I am convinced 
it only serves to breed suspicion in 
the minds of our customers and to our 
method of operation in politics and 
public problems. 

“As long as the majority of busi- 
nessmen take a disinterested or passive 
attitude on political or public problems, 
we shall continue to be at the mercy 
of those who have never been given an 
opportunity to know the true story of 
our operations and people will con- 
tinue to listen and agree with those 


character who earns his living by his 
wits at the expense of others.""—J. C. 
Hayes, regional manager, Boise Cascade 
Corp., Homedale, Idaho, who has served 
in the Idaho House of Representatives. 


individuals in public life who look 
upon a businessman as somewhat of a 
questionable character who earns his 
living by his wits at the expense of 
others.” 

Some dealers claim political activity 
has hurt their business. In some cases 
their business suffered because they 
gave too much time to public office; 
in other cases they lost customers by 
making enemies. 

Frank E. Heard, a two-term mayor 
of Woodland, a suburb of Sacramen- 
to, Calif. and a member of the firm 
of Motroni-Heard Lumber Co., feels 
it is the “duty” of retail lumberman to 
engage in politics whenever and wher- 
ever possible. Such activity, he is 
convinced, can only help the dealer 
because it shows he is truly civic- 
minded. 

Good background. Robert W. Sears, 
manager, Carl Trostel Lumber Co., 
Ft. Collins, Colo. and a _ two-term 
mayor of that city, believes lumber- 
men have a definite obligation to be 
active politically. 

“Let me first point out,” he ex- 
plained, “that in Colorado the mayor’s 
position is not considered political. 
Yet, I know of no better way to ac- 
quaint oneself with the affairs of the 
city. It affords an opportunity to gain 
first-hand knowledge of local con- 
struction problems and local building 
codes. 

“Because of your background, your 
opinion will often be solicited. These 
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people seem to feel that because of 
your official position, you will be able 
to furnish building materials accept- 
able to all local standards.” 

That doesn’t necessarily mean a nice 
bit of added business, Sears warns, be- 
cause “you are bound to step on some 
toes in the process—and this can mean 
a loss in business.” Sears speaks from 
experience. 

“The contractors in our area felt 
that we should draw up a building 
code, not for the purpose of restrict- 
ing outside contractors, but to set 
standards for all to follow. Every 
contractor attended at least one of the 
seven public hearings, which consid- 
ered a schedule of annual contractor 
fees. 

“Yet, after the code was adopted, 
one contractor objected to paying 
such fees and his objection was so 
serious that I lost him as a valued 
customer.” 

Don’t wait. Sears has a further 
word of advice for lumber dealers 
considering political activity: 

“One must not wait until he is too 
old to serve. There are multiple de- 
cisions and an alert, young mind is 
necessary to do the right job—both in 
public office and your own business. 
It is a grinding ordeal, especially when 
you must be active in your own busi- 
ness.” 

Tom Joyner, Jr., vice-president, 
Joyner Lumber Co., Inc., Lakeland, 
Fla., served three years on the local 
City Commission, the last year as 
mayor. 

“Unless capable men are willing to 
serve in public office on the local level, 
we are going to find ourselves com- 
pletely strangled by government,” he 
declares. “The appalling situation is 
the gross lack of interest by the gen- 
eral public and especially by capable 
businessmen. 

“I am sure that the political situa- 
tion will continue to get worse rather 
than better until capable businessmen 
are willing to give their time and ef- 
fort to local government.” 

Warren Carter, chairman of the 
board of Carter-Jones Lumber Co., 
Akron, Ohio, feels that lumber dealers 
as businessmen should be active in 
political affairs. Carter, Democrat 
county chairman for three years, has 
also run for mayor twice, once in Ak- 
ron and once in nearby Tallmadge. 

“Too many businessmen are re- 
luctant to speak up and express them- 
selves,” feels Carter. “I feel the public 
respects a man who makes his views 
known.” 

Out on the west coast, C. Lemoine 
Blanchard, treasurer of the Blanchard 
Lumber Co., North Hollywood, Calif., 
was elected a member of the Los 
Angeles City Council a few months 
ago after many years of civic and 
political activity including 15 years as 
a member of the Los Angeles County 
Housing Authority. He was chairman 
of the Authority for five years. 

He urges lumbermen to take a more 
active interest in politics, not only as 
candidates, but in making their feel- 
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ings known on public issues. He feels 
his political connections have helped 
him in a business way by increasing 
his interest in the community and ex- 
panding his circle of acquaintances. 

Help or hurt? As already indicated 
by Colorado dealer Sears, political 
activity can hurt as well as help your 
business. 

Seattle city councilman J. D. 
“Dorm” Braman, who operates Bra- 
man Lumber and Hardware Co., Inc., 
feels political connections are likely 
to hurt a businessman holding public 
office as people are inclined to be 
unfair when they fail to get what they 
want politically. A city councilman 


for five years, Braman believes busi- 
nessmen should be more vocal polliti- 
cally. 

“Holding office takes a lot of time 
you could be spending in your own 
business,” points out S. S. Forrest Jr., 
owner, Forrest Lumber Co., a city 
commissioner in Lubbock, Tex. and 
mayor of that city for two years. 

He feels his political connections 
have not helped businesswise except 
in getting a rounded view of com- 
munity affairs. He says “lumbermen 
are no different than other business- 
men. I think they should take an 
interest in political and civic affairs in 

(continued on next page) 








For Ali Around 
BUILDING LUMBER 


Specify PICKERING 
“GOLD MEDAL" 








It takes good logs to make good lumber and 
Pickering has ‘em—*‘Gold: Medal" quality. 
When you want dependable value lumber, 
always specify PICKERING ‘““GOLD MEDAL." 
It's soft and mellow-textured, well-manufac- 


tured, 


scientifically kiln dried, 


accurately 


graded and properly loaded in clean cars. 


Pick-Pickering ‘“‘Gold Medal"’ for your 
complete needs in Sugar Pine. © Pon- 
derosa @ White Fir © Incense Cedar. 
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their community.” 

His experience as member of the 
Wichita (Kans.) City Commission from 
1949-1951 and as mayor in 1950 has 
convinced Floyd T. Amsden that 
businessmen would find public service 
pays dividends in satisfaction. 

“A lumberman who enters politics 
for the specific reason of increasing 
business or pressuring actions favor- 
able only to his business will not only 
hurt the community but himself as 
well. 

“People may or may not agree with 
your ideas,” added Amsden, who oper- 
ates yards in Wichita and Blackwell, 
Okla., but if you express them with- 
out rancor or insisting your opponent 
is always wrong, then you will gain 


respect which will reflect in some 
measure in your business.” 

Augustus G. Means, president, 
Means Lumber Co., Essex, Mass., and 
a member of the Governor’s Council 
of Massachusetts, an elective office, 
says he has had business customers 
who supported his political opponent 
but continue to do business with his 
firm. Means is a candidate for lieu- 
tenant governor this fall. 

Walter X. Spellman, a member of 
the Board of Commissioners of Doug- 
las County (Omaha), previously served 
two terms as city finance commis- 
sioner. 

“I received no benefits,” remarked 
Spellman. “As an office holder, I was 
unable to sell to the city or county. 
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JARD-MAN BONUS 


on features instead of price 


SAFETY CLUTCH 
SILENT YARD-MAN 
CONSTRUCTION 


BRIDGE-TYPE 
HOUSING 


LIFETIME 
GUARANTEES 
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Here is the world’s finest line of quality 


products, produced by a conscientious 
manufacturer with 27 years of experience 

. one who believes that sales based on 
product features will build profits faster 
than price cutting. 

When you sell Yard-Man products, you 
profit from powerful national advertising, 
eye-catching display material, compelling 
literature and hot monthly promotions. 

Only Yard-Man Dealers will enjoy the 
giant Yard-Man bonus — profitable sales 
based on exclusive quality features. 


A COMPLETE, FEATURE- 
PACKED LINE 


HAND * POWER REEL * POWER ROTARY 
SELF-PROPELLED ROTARY ® TRIMMER 
RIDING ROTARY * YARD-STER * REVERSE- 
O-KART * MINIATURE CORVETTE 


today for complete details. 
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When I entered politics, I was told the 
work would be part-time, but the of- 
fice took so much of my time I finally 
had to liquidate my business. If a man 
has a good business which can’t run 
itself, he shouldn’t seek office. 

Former city councilman in Cuya- 
hoga Falls, Ohio, Joseph V. O’Connor, 
owner, O’Connor Lumber Co., Akron, 
feels that his political career didn’t 
hurt his business other than spending 
a lot of time in politics that could 
have been devoted to his business. 

To avoid any hint of collusion, 
James H. Aldredge, owner, Aldredge 
Hardware & Supply Co. Atlanta, says 
he never sold a house bill in a housing 
development where the county was 
involved during his 12 years as Fulton 
County commissioner. 

“I’ve turned down some business to 
avoid what might look like the use of 
political position to make sales,” de- 
clared Aldredge, who is serving his 
fourth term as chairman of the county 
commission. 

After a six-year term as village 
councilor, manager Arnold Friend- 
shuh, Oxboro (Minn.) Lumber Co., 
retired because it took too much time. 

“When contractors submitted plats 
for approval and I couldn’t go along 
with them, I was accused of being 
prejudiced in favor of another plat 
where the contractor would buy the 
materials from us. I made a lot of good 
contacts and when a logical plat came 
along, the contractor would often buy 
his material from us.” 

The good and bad points of holding 
public office have been experienced 
by Ian D. MacVicar, president, 
MacVicar-Wells, Inc., who served as 
Dade County (Miami) commissioner 
from 1946-1956. 

“It helps in that it gives you contacts 
you would not have had otherwise,” 
he explains. “And it hurts in that 
sometimes your opinion was not ap- 
proved by other people in the trade, 
such as in zoning cases and the federal 
slum clearance program. I voted for 
participation in slum clearance and we 
lost a few customers who believed 
private enterprise should do the work.” 

Once out of office, MacVicar found 
that some of his lost business returned. 
“Of course, even when you're not in 
public office, you make some friends 
and lose some, too,” he points out. 
“But in politics the situation is aggra- 
vated. 

“Because most governmental bodies 
are top-heavy with lawyers, I think 
there should be more laymen in public 
office,” concluded MacVicar. 

Before becoming a candidate for an 
elective office, a lumberman should 
consider all angles—personal, business 
and political. Dealers in a certain 
midwest state point to one of their 
group who let politics go to his head 
to the extent that his business has been 
neglected. His bills are unpaid and 
there are several judgements against 
his operation. Bankruptcy appears in- 
evitable while the dealer, warped by 
flattery, is seeking an even higher 
political office than he holds. 
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WORTH OF 
PAINT 
PER 
CUSTOMER! 


MINNESOTA PAINTS, INC 


That's what Minnesota Paint Dealers sold users of Minnesota’s 


FREE aga on COLOR PLANNING SERVICE 


Studio folder for you to give your customer containing 
actual paint samples and color suggestions for carpet- 
ing, tiling, draperies, upholstering and other accessories. 
No other paint manufacturer offers a color service so 
complete and individual. 

















Customers like it.. dealers are profiting by it. That’s 
the story on Minnesota Paints’ Color Studio, the per- 
sonalized color planning service that you, as a Minne- 
sota Paint Dealer, can offer to your customers free 
of charge. 

Minnesota Paints’ staff of professional color consult- 
ants will plan color specifications to fit your customers’ 
individual needs. They will prepare a personalized Color 


MINNESOTA PAINTS, INC. 
1101 -3rd St. South * Mi polis 15, Mi 


Please send me complete information and samples of the free personalized 
Color Studio service offered through Minnesota Paint dealers. 


NAME. 


Customer reaction to Color Studio recommendations 
is quoted by all dealers as “‘excellent.’’ Customer pur- 
chases as a direct result of Color Studio recommenda- 
tions range from primers and varnish to complete orders 
for interior and exterior finishes for newly completed 
or remodeled homes. Individual orders as a direct result 
of Color Studio recommendations run as high as $800.00 
(for a school) and the average sale is $47.00 worth of 
Minnesota Paint products to users of Minnesota’s free 
Color Studio. 


If you are interested in making use of this compre- 
hensive color planning service to increase paint sales 
and profits in your store, maii the coupon. 








ADDRESS. 





Minn nnesota 


| 
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CAROLINA DEALER EARNS EXTRA PROFITS 
WITH EASY-TO-SELL EXCELON TILE 


LOCAL ARMSTRONG WHOLESALER PROVIDES 
VALUABLE INVENTORY SERVICE 


Lexington, N. C.—Extremely skeptical of the flooring 
business just a few years ago, Mr. Bruce Smith now finds 
Armstrong Excelon Tile one of the most profitable and 
easy-to-sell items in his showroom. 

“My Excelon Tile sales to do-it-yourselfers return 5% 
more profit than the average margin on the rest of the items 
I sell,” states Mr. Smith. “The small floor area required for 
tile display, coupled with the fact that I don’t have to make 
deliveries on most of my Excelon sales, makes this an ex- 
tremely easy business to conduct.” 

Peerless, Incorporated, Armstrong flooring wholesaler in 
High Point, N. C., helped the Smith Lumber Company get 
into the flooring business and continues to provide valuable 
inventory service. Peerless keeps Smith advised of the 
area’s best-selling patterns. And should the Smith Com- 
pany have an unusual demand for one or more patterns it 
doesn’t stock, Peerless gives fast fill-in service. 

Feels pull of national advertising 

Smith attributes many of his “walk-in” flooring cus- 
tomers, and their familiarity with Excelon Tile, to the 
strong pull of commercials on Armstrong Circle Theatre. 
“Do-it-yourselfers already know how easy it is to put 
down an Excelon floor.” 





Here’s Mr. Smith beside his tile displa a of a few 


cartons of tile around a standard Excelon display unit. A 
complete flooring display is just seven square feet! 


ARMSTRONG FLOORING WHOLESALER READY 
TO GIVE YOU A BOOST 


Whether you have been in the flooring business for 
years or you are wondering how to get started, your Arm- 
strong flooring wholesaler can help you get big sales and 
profits. He can give you valuable advice on local buying 
habits and down-to-earth information on how to get cus- 
tomers into your yard. He knows which floors are the best- 
sellers in your area, and how to trade customers up to 
higher priced goods. When you take advantage of his ex- 
perience you can avoid the costly mistakes of “learning 
the hard way.” 


Fast fill-in service 


On short notice, your wholesaler can provide fast fill-in 
service—no matter how big the order. If you get requests 
for merchandise you don’t regularly stock, a quick phone 
call will supply the products you need. You can restrict 
your inventories to your best selling items. 


Displays and free promotional material 


Your wholesaler can provide you with displays to fit 
every selling job. His salesman will help you select the 
promotional materials best suited to your needs. In addi- 
tion, he can get for you free merchandising and advertising 
materials prepared by experts at Armstrong, including ad- 
mats, TV scripts, and entire advertising campaigns tailored 
to your particular needs. All good services—all designed 
to help you sell floors. 





IF YOU DON'T KNOW THE NAME OF YOUR ARMSTRONG 
WHOLESALER, CALL THE NEAREST ARMSTRONG 
DISTRICT OFFICE TODAY 


Office Phone Office Phone 


ATLANTA 8, GA, __ KANSAS CITY 8, MO. 
TRinity 5-7201 Victor 2-3324 





BALTIMORE 18, MD 


TUxedo 9-3421 
BOSTON, MASS. 
Hillcrest 4-5700 
BUFFALO 23, N. Y. 
BEdford 6200 
CHICAGO 54, jd 


Elaware 7-0500 
CINCINNATI a7, OHIO 
ELmhurst 1-3330 
CLEVELAND 14, 1O 
MAin 1-7900 


DALLAS 19, TEXAS 
ute 6-7468 


DENVER 4, COLO. 
ALpine 5-2846 
DETROIT 26, MICH. 
WOodward 3-5670 
HIGH POINT, N. C. 88-84505 





LOS cat ee ss, CALIF. 
ymond 38-9381 
MINNEAPOLIS ry MINN, 
PArkway 9-9388 
NEW ORLEANS av LA. 


Unter 2-2186 
NEW YORK 16, N. Y. 
MUrray Hill 4-6900 
PHILADELPHIA 2, PA. 


Ocust 4-4290 
PITTSBURGH 22 
Frinatic 1. 7474 
SAN FRANCISCO 38, CAL 
UNderhill s F760 
SEATTLE 9, WASH. 
MAin 38-2772 
ST. LOUIS 10, MO. 
Mission 7-3200 


In Canada: Armstrong Cork Canada Limited, 6911 Decarie Blvd. 
Montreal 29, Quebec—Phone Number... . 


REgent 38-9981 
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WILLIAMS BROS. LUMBER CO. 
HAS DOUBLE-BARRELED 
SELLING ATTACK 


Package sales and good display 


Atlanta, Ga.—In one year the floor- 
ing sales of Williams Brothers, local 
lumber company, increased 50%! 
Manager Howard Williams says that 
“This increase is no surprise; sales and 
profits have been climbing steadily 
since we went into the flooring busi- 
ness a few years ago.” 


Night window display 


Part of this dealer’s latest sales in- 
creases is the result of a new flooring 
display that can be seen through the 
store window. By setting up attractive 
displays that get the attention of 
passers-by, and keeping these displays 
lighted at night, Williams Brothers 
turned the window into an effective 
selling tool. Many customers come 
into the store to buy floors they saw 
in the display while driving by the 
night before. 


Wholesaler helps 


Until a few years ago, Williams 
Brothers had never been in the floor- 
ing business. R. A. Siegel Company, 
Armstrong flooring wholesaler in the 
area, suggested they get started in the 
business by including linoleum in 
their already successful kitchen pack- 
age sales. They tried the idea and 
found that it increased their profit 
and helped sell their other elie 
So they began placing small but regu- 
lar orders for Armstrong floors. 


Easy selling 


Once they had Armstrong floors in 
stock, Williams Brothers found that 
floors are easy products to sell. Simply 
by having linoleum in the store ey 
began to sell individual jobs. 


Many of Williams Brothers’ flooring sa 
diaclay ‘eindow the nist Golan wail 





(advertisement) 


Gene Doyle (left), Armstrong 
wholesaler salesman, helps Howard 
Williams of Williams Brothers Lum- 
ber Co. select sheet goods patterns. 


Expansion 

When flooring sales began to grow, 
Williams Brothers decided to expand 
their flooring department. Their dis- 
play area was increased from a small 
corner to a 14’ x 60’ space. In this area 
they installed a floor of Armstrong 
Tessera Vinyl Corlon. Besides being 
a useful, heavy-duty floor for this 
busy store—Tessera Corlon also makes 
an excellent bit of display. A luxury 
Tile Display they had seen demon- 
strated in the Armstrong Mobile Show- 
case was also added. The wholesaler 
helped them choose an inventory of 
best-sellers in sheet and tile floors. 

To handle their growing flooring 
business they hired two specialty sales- 
men. And Williams Brothers asked the 
R. A. Siegel Company for help in 
training their regular men in flooring 
sales techniques. The wholesaler held 
meetings and educated the whole 
staff on resilient floors. Business is 
booming today, and Howard Williams 
predicts still greater sales in the com- 
ing year. 


les are to customers who saw this lighted 
driving by. 
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FLOORING DISPLAYS RETURN 
HIGH PROFITS PER 
SQUARE FOOT 


Do you have a space problem? 


The need to put merchandise on 
display where the walk-in trade can 
see it has created serious space prob- 
lems for the lumber dealer. As a re- 
sult, many dealers are giving more 
emphasis to items, like floors, that 
have a high margin and require little 
showroom square footage. 

If you sell Armstrong floors, for ex- 
ample, you can have a complete Ex- 
celon Tile display center in just 
seven square feet (see photo on oppo- 
site page). Each roll of sheet flooring 
uses only one square foot of space. 
Scores of compact point-of-purchase 
sales aids to make your display an 
eye-catching profit builder are avail- 
able from your Armstrong wholesaler. 


One-stop center for 
do-it-yourselfers 


Displaying floors prominently also 
helps complete the image of your yard 
as a one-stop center for do-it-your- 


This 4’ x 5’ unit, made of pegboard 
and plywood, displays six rolls of 
linoleum and six tile patterns and 
demonstrates how easy it is to in- 
stall Armstrong Excelon Tile. 


selfers’ building needs. Most remodel- 
ing projects involve a new floor. Why 
shouldn’t the home owner, or his re- 
modeling contractor, buy floors at the 
same place where he buys his framing, 
hardboard, and ceiling tile? Putting 
floors where they can be seen is a big 
first step to bigger-ticket home im- 
provement sales, 


Tie in with national advertising 

When you display a heavily adver- 
tised name like Armstrong, you make 
national magazine and network TV 
advertising work for you at the local 
level. After 44 years of advertising 
Armstrong is the best known name in 
floors—use that recognized name in 
your showroom to make selling easier. 
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Scant 


Interior Adjustable 
SHUTTERS 


High profits — fast turnover — no 
big inventory — demand already 
created. It will pay you well to sell 
these interior adjustable shutters. 


You Can Sell Three Ways! 


DO IT YOURSELF — A hot, low cost item, prepacked 
for over the counter sales. 

@ “CUSTOMIZED” — FINISH-IT-YOURSELF-SALES. Com- 
plete assemblies, ready for easy finishing. You take 
the order — we do the work. No inventory. 

@ “CUSTOMIZED” — made to measure — painted or 
stained — ready to hang. You take the order — we do 
the work. No inventory. 


Other Profitable WALTZINGER Lines To Sell: 
Louvered Panels Cafe and Salon Doors 
Louvered Doors Shoji Panels Bi-fold Doors 
Louvered Screens Shoji Screens Aluminum Railings 
Louvered Room Dividers Shoji Doors Aluminum Columns 
FREE LITERATURE ... Write for it! 
Send for complete selling information and prices on file 






































g size card. Valuable sales aid. Free. Address Dept. A-1 


=] Your Dependable Source Of Supply 
| 
| 


AAR 


3] Manufacturers and Distributors 


1500 S$ Western Ave, CHICAG 
DALLAS 7 


122-26 Leslie St 13 ¢ P 
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“SCOTCH” BRAND Masking Tape sells at a fast 
clip when you suggest it with every paint sale. 





“SCOTCH” IS A REGISTERED TRADEMARK OF THE 3M CO 
MMiiamesora [fftuine ano [ffanuractunine company 
+++ WHERE RESEARCH 1S THE KEY TO TOMORROW 





new LITERATURE 


Time-Saving Card—See Back Cover 


Lumber. Three two-fold leaflets, each designed to help re- 
tailers seil lumber, are announced. They are entitled: “Show 
Home Ideas in Lumber,” “The Lumber Buying Guide,” and 
“The Home Ideas Literature Form.” Single copies of the three 
pieces may be obtained free of charge by writing the Western 
vine Association, Dept. AL, 510 Yeon Bldg., Portland 4, Ore. 
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California Redwood. “20 Ways to Use Redwood on the 
Farm” is the title of a new two-color booklet suggesting vari- 
ous ways in which California redwood can be used to advan- 
tage by a farmer. Single copies are available without charge; 
additional copies in quantity may be ordered at cost. Write to 
Dealer Service Library, Dept. F-20-AL, California Redwood 
Association, 576 Sacramento St., San Francisco 11, Calif. 
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Flooring Installations. A colorful booklet, entitled “There 
Are Ail Kinds of Call Backs,” shows how to minimize flooring 
call backs by specifying certain types and designs of resilient 
tlooring. Copies may be obtained by writing to Armstrong 
Cork Co., Dept. AL, Lancaster, Penna. 
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Plywood Specialty Products. Five new lines of plywood spe- 
ciaity products are fully discussed in a catalog sheet available 
tree on charge. They include hardwood-faced plywood finished 
in birch, rea oak, knotty pine, Philippine mahogany and ma- 
drone; Crezon overlaid piywood for excellent painting sur- 
faces; Texture 1-11 for decorative exterior sidewalls; marine 
plywood and 2-4-1 subfloor and underlayment. Evans Products 
Co., Dept. AL, Coos Bay, Ore. 
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Six new brochures, booklets and mailers are available cov- 
ering residential, commercial and industrial markets for Alsy- 
nite translucent fiberglass panels. Dealer may obtain copies 
by writing to Alsvnite Div. of Reichhold ~nemicals, Dept. 
AL, 4654 De Scto St., San Diego 9, Calif. 
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Hardboards. A 16-page, four-color booklet, entitled “A Cat- 
alog and Guide for Builders end Architects,” provides specific 
product data and detailed working and application instructions 
tor Weyerhaeuser hardboards. It includes specifications and 
color photographs of the entire line of exterior and interior 
hardboard types for construction uses and illustrates many 
decorating and building ideas. For a copy of the catalog, write 
to Silvatek Div., Weyerhaeuser Co., Dept. AL, Tacoma l, 
Wash. 
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Truck Fleet Leasing. A new study analyzes the merits and 
demerits of the main types of truck fleet leasing plans and 
compares their cost with company ownership of truek fleets. It 
is entitled: “Truck Fleets; Lease or Buy? An Analysis of 
Truck Transportation Costs.” The 32-page study is the third in 
a series on leasing. Single free copies may be obtained by writ- 
ing to Foundation for Management Research, Dept. AL, 121 
W. Adams St., Chicago 3, Hl. 
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A “Home Improvement Guide” shows 24 ways to modernize 
a home. Ideas for home improvements appear in liberal use of 
photographs and sketches. One section describes various Ma- 
sonite hardboards and shows how easy it is to work with them. 
pam Corp., Dept. AL, 111 W. Washington St., Chicago 2, 
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Thinlite Curtain Wall System. A 12-page catalog describes 
Owens-Illinois’ new color-in-the-glass units in both clear and 
prismatic glass tile panels. It shows the colors available in 
either color-in-the-glass or ceramic-faced tile. It also fully de- 
scribes Thinlite, a prefabricated, light-controlling complete 
curtain wall system using either 4’ x 2’ or 5’ x 2’ panels 
composed of 2” thick hollow glass tiles in three basic styles. 
Kimble Glass Co., sub. of Owens-Illinois, Dept. AL, P.O. Box 
1035, Toledo i, Ohio. 
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Trinity White Portland Cement 


NAVA awa Sioa 


A PRODUCT OF GENERAL PORTLAND CEMENT COMPANY 
CHICAGO + CHATTANOOGA 


DALLAS +- FORT WORTH 

HOUSTON .+ FREDONIA, KANSAS 

JACKSON, MICHIGAN .+ TAMPA 
PORTLAN 
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PALCO-—over 90 years of leadership built by people, plant, product 








engineer... 


...“We use everything from a 
log but the sigh of the wind in 
the trees.” That statement, made 
by Ed Rigby in a recent inter- 
view, shows him to be some- 
thing of a poet as well as a 
talented steelhead fisherman. It 
also indicates his prircipal 
area of responsibility at Pacific 
— supplying the tremendous 
amounts of power needed to 
keep everything running, by 
using waste materials for fuel. 


36 years ago, when Ed Rigby 
started at Pacific as a machinist, 
power requirements and equip- 
ment were on a relatively modest 
scale. Today, his huge furnaces, 
burning sawdust and fir bark, 
operate steam turbines that gen- 
erate power for a vast array of 
modern mill equipment; enough 
power for a city of 20,000 peo- 
ple, as well as all the electricity 
for the company town of Scotia. 


Men of Ed Rigby’s capability 
and long experience, coupled 
with the investment in and 
skilled use of modern machines 
and equipment, are important 
factors in Pacific’s continuing 
leadership in the industry. To- 
gether, they assure our dealers 
of a dependable supply of Archi- 
tectural Quality Palco Redwood 
— standard of comparison for 
more than 90 years. 


PAL C @ 
THE PACIFIC LUMBER COMPANY 


Mills at Scotia, Eureka, and Elk, California 


100 Bush St., San Francisco 4, Calif. 
35 E. Wacker Dr., Chicago 1, Ill. 
2185 Huntington Dr., San Marino 9, Calif. 


Member of California Redwood Association if 
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DEALERS PROFIT! 








Carl Cheeseman, Superintendent of Factory 


INGENIOUS SWISS MACHINE CREATES 
PALCOTE 
MILL-PRIMED REDWOOD 


Pictured above is the new Swiss Steinemann Coater now 
in use as a key part of the paint-priming operation in our mill 
at Scotia, California. After water-repellent sealer has been 
applied to the back side, the lumber moves swiftly through 
this ingenious machine which automatically coats it with a 
precise thickness of durable exterior paint primer. Then through 
a battery of infra-red drying ovens to another machine which 
wraps the bundles in heavy plasticized paper for maximum 
protection in shipment and storage. 

Everybody gains with PALCOTE redwood. Dealers add 
extra profit on a highly-salable product. Builders get wrapped, 
factory-primed lumber, clean and dry, ready to erect and 
finish paint, at savings up to 40% in painting labor and mate- 
rials. Get the full story, now, on PALCOTE — the ultimate 
in building materials. Write today for our descriptive brochure, 
containing technical data and samples of untreated and paint- 
primed redwood. 


PALCO 


THE PACIFIC LUMBER COMPANY 


100 Bush Street, San Francisco 4, Calif. 
35 E. Wacker Drive, Chicago 1, Ill. 
2185 Huntington Drive, San Marino 9, Calif. 
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BUILDERS SAVE! 


all-new MASONITE 


realistically priced 


exceptional dent 
resistance 


= * 
4 * 


i * 
, HANDY HINTS 


* 
‘s to help you win 
-* 


* 


Here are some clues’ 
that may help your build. | 
er find a name for this | 
pe 

sidin ewith 

X-90 fibre tonnaiat 8 


* * 
Theaeaeaan® 


, 


extra-wide exposure— ~ 
deep, attractive 

shadow line 

(size 12” wide up to 16’ long) 


7S 


two identical edges— ( 4.4 


cuts waste 
“ys i) Ko 
<A 
CY 





\(7/ superior stability 


momma \ 





prime-coated and back-sealed 


super-smooth surface 

won't check, 

splinter or split— 

____takes and holds paint beautifully 





guidelines top and bottom 
for quick, accurate alignment 








excellent weatherability— 








7 pre-packaged with rust-proof, 
self-seating nails 





October 10, 1960, 


TOBE ELIGIBLE 
TOWIN 


YOU WIN 


diel elanay 


b Molei am oleil| is 
ALL-NEW "X’’-Siding mad 
exclusive X-90 fibre 


der merely 


aplela-me eleliiel=1e> 
the better ct 
Y QU rey tala 
displaying a 
Masonite 
You'll want t 
your custor 
representative 


‘X"'-Siding n 
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“X’-SIDING 


can take you to 





Ibas Vee FREE! 


Other prizes, too! 


Your builder does not have to be the big winner 
for you to earn a prize! Just look at these enviable 
dealer awards for the ten best entries submitted by 
their winning builder customers. 


1. Trip for 2 to Las Vegas. Includes 100 silver dollars for “‘play” money. 2. Zenith 
“La Boheme” Extended High-Fidelity Stereo Phonograph with FM/AM Radio. 
3. Phiico “Briefcase” 19” Portable Television. 4. Philco “The Music Maker" 
Portable Stereophonic Phonograph. 5. Magnavox “Sportsman” All Transistor 
Portable Radio. 6. Motorola X19" All Transistor Pocket Portable Radio with 
Carrying Case. 7. Motorola X19" All Transistor Pocket Portable Radio with 
Carrying Case. 8. Zenith “Royal 275" All Transistor Radio. 9. Magnavox 
“Companion” All Transistor Portable Radio. 10. Philco “The Independence” 
All Transistor Portable Radio. 


42rte CORPORATION 


<@ Masonite Corporation—manufocturer of quality panel products for building and industry 


a 
4 


J 


MASONITE CORPORATION 
Dept. AL-1010, Box 777, Chicago 90, Illinois 


Please send me entry blanks, plus all other collateral 
material on the Masonite Name the “‘X’’-Siding contest. 
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RRETT BAR-FIRE’... 
the 
only 
shingle 
supported 


three!* 


ye 
& F 


*1. 3004 weight, 2. class “‘A”’ fire rating, 3. surfacing of triple-size granules. 
Patented asphalt-asbestos-vermiculite, multi-layer construction assures long 
life, top weather protection. Top Underwriters’ fire-rating. Rich, lustrous, massive 


tTrade Mark Allieo Chemica! Corporatior 


Offices in: Birmingham, Boston, Charlotte, Chicago, Cleveland, Houston, New York, Philadelphia, St. Paul. 
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CROSS-SECTION OF 
“BAR-FIRE” SHINGLE 


Surface layer of giant 
mineral granules, 
three times usual size 


Secondary coating 
of asphalt and 
asbestos fibre. 


Layer of granules 
and fire-blocking 
vermiculite. 


Primary coating of 
asphalt and 
asbestos fibre. 
Top quality 
asphalt-saturated felt. \ 
Back coating of asphalt — Ft 


and asbestos fibre. \ j 


appearance. Don’t forget we have built-up roofing, Fine tale surfacing 
insulation board products, gypsum, aluminum 
siding, plastic panels, protective coatings. 

BARRETT DIVISION hemical 


40 Rector Street, New York 6, N. Y. 
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Specifications and Market Data on Products You Can Sell 


new PRODUCTS 


Masonite Introduces ‘‘X’’-Siding 

New lap “X”-Siding provides a deep, attractive shadow line. 
It is 16’ long, 12” wide and 7/16” nom. thick. Faces and edges 
of the wood fibre type hardboard siding are factory-prime- 
coated and the backs sealed. 

Speedier erection is made possible by two guide lines at top 
and bottom edges. Carpenter, right, in above photo is sighting 
to get the course in perfect alignment. The overlap is either 
1” or 1%”, leaving an exposure of 10%” or 11”. Edges are 
treated identically so that top and bottom are reversible for 
installations such as gable ends. 

Market data. East of the Rockies, “X”-Siding is available in 
cartons or string-tied bundles; west of the Rockies, only in 
bundles. Included in cach package of the lap siding are spe- 
cial rustproof, hardened steel self-seating nails. Dealer sales 
aids include a working product display and a complete story 
about “Name the ‘X’-Siding Contest” along with literature 
and official contest entry blanks. Write Masonite Corp., Dept. 
AL, 111 W. Washington St., Chicago 2, Ill. 
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Plastic Paneling in Roll Form 

The first continuous, cross-corrugated, translucent fiberglass 
reinforced plastic paneling in roll form is brand-named Rolo- 
lite. It offers considerable labor and cost savings in many 
home applications, such as fences, patios, awnings, breeze- 
ways and canopies. It can be cut, sawed, nailed or drilled 
with common hand tools. 

Rololite is stocked in 50’ rolls, 40” wide and in 242” x 9/16” 
corrugation, with crinkle finish on both sides. It is available 
in two weights: S5-ounce (Type 550) and 8-ounce (Type 850), 
and in 7 colors: snow, clear, yellow, canary, beige, tangerine 
and Nile green. 

Market data. Rololite retails for 39¢ per square foot. It 
offers a retail markup on cost of 30% and is available from 
160 building materials distributors. It’s an ideal item for both 
consumer and contractor sales. A dealer may buy as little as 
one roll. Sales aids include folders, national advertising and 
cooperative advertising allowances. Write to Filon Plastics 
Corp., Dept. AL, 333 N. Van Ness Ave., Hawthorne, Calif. 
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(For more new products, see page 94) 


92 


Vented and Screened Cornice Soffits 

Upson All-Weather Soffit Panels are available ready- 
cut in 12 sizes to fit most standard building require- 
ments. The 6-ply panels are %” thick, waterproofed 
throughout and white primecoated on one side, Widths 
are 12”, 16”, 24”, 32”, 36” and 48” and the panels are 
available in 8’ and 12’ in each width. 

The Soffit Panels are offered plain or screen vented. 
Vent size is 342” x 12” and there are two vents in 8’ 
lengths and three vents in 12’ lengths. 

Market data. It is suggested the soffits be installed 
with Upson Aluminum “H” Molding, which conceals 
and supports joints where soffits butt together. The 
soffits, introduced while Upson is celebrating its 50th 
anniversary this year, are primarily items for contractor 
sale. Suggested retail price ranges from 20¢ to 25¢ per 
square foot. Miaimum dollar investment for a dealer 
amounts to $75-$100. Dealer sales aids include an ap- 
plication-direction sheet. Write the Upson Co., Dept. AL, 
Lockport, N. Y. 
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SAYS HERBERT ©. ROOT, President, 
Dade Truss and Manufacturing Co., Inc. 
Leading Florida Truss Manufacturer 


“Ss OUTHERN PINE meets 


the exacting requirements for 


TRUSSED RAFTERS — 


That's why | use it exclusively.” 


The Federal Housing & Home Finance Agency 
says that the requirement for an all-purpose, 


full-length stress-rated grade for use in 
trusses and light framing “‘is most 


nearly approached today 
in Southern Pine.” 


ested 


What does this mean to the Retail Lumber Dealer? 
This specialized component requires exacting grading 
standards . .. and they’re more than fulfilled with strong, 
dry, grade-marked Southern Pine. 

Trussed rafters offer proven economy in home building 
today . . . without the sacrifice of quality! As the utili- 
zation of trussed rafters and other components increases, 
the demand for dependable materials will also increase. 


DRY SOUTHERN PINE OFFERS THESE ADVANTAGES: 


@ A high quality, all-purpose product in ever-increasing 


The lumber dealer who stocks grade-marked Southern 
Pine will strengthen his competitive position. 


Progressive dealers who are moving into the com- 
ponent market can be assured of highest quality when 
they use Southern Pine. They are assured, too, of a 
dependable supply line. The U.S. Forest Service says 

. the future concentration of the iumber industry 
will be in the South. 


Write today for these FREE bulletins! 
@ Stress Grade Guide @ Trussed Rafter Data 


supply. @ How to Specify Quality Southern Pine 


@ A uniform product, carefully manufactured and 
properly seasoned under rigid grading standards. 


@ SPA Buyer's Guide 


SOUTHERN PINE ASSOCIATION 
P. 0. Box 1170—New Orleans 4, La. 


Whether you fabricate, or supply manufacturers or builders who do, you 
are assured of dependable quality when you insist upon trade-marked 


SOUTHERN PINE 


FRE NAD. FROM THE MILLS OF THE SOUTHERN PINE ASSOCIATION. 
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Used with precision DUO-FAST staples... 
these tackers keep working 
».. Or we service them FREE! 


Yes, that’s the deal with Duo-Fasr. All your customers do is 
keep their Duo-Fast Staple Guns or Hammer Tackers (which 
you supply) on a steady diet of quality Duo-Fasr Staples 
(which you also supply). Under our famous FREE SERVICE 
GUARANTEE, your nearby Duo-Fast Distributor keeps these 
tools in top working condition . . . without cost to you or your 
customers. They gain time and money—you gain time, money 
and good will. 

You'll like dealing with DUO-FAST. You'll like the quality Tack- 
ers... the precision Staples in 5M and 1M packs... the free 
sales aids. Let us prove it. Send today for the dealer facts... 
including FREE Bulletin FT-26. 


NEW S-762 
STAPLE NAILER 


drives 1%” staples 


If you operate a sash and 
millwork shop, or if you 
do home prefabrication 
work, you'll find the S-762 
a real time and money 
saver. Send today for com- 
plete information. 


DUO-FAST |e 








NEW PRODUCTS 
(begins on page 92) 





Asbestos-Cement Sheets 
in 15 Attractive Colors 


Decorative asbestos-cement sheets in 
prefinished, permanently colored form 
are now available. Finish is applied in 
a special dual-stage process, producing 
a washable, water-resistant coating, 3 
mils thick, in any of 15 attractive colors. 

The color-finished sheets are as easy to 
fit as ordinary asbestos-cement sheets. 
They are ideal for use as curtain walls, 
partitions, siding and roofing. 

Market data. Suggested retail price of 
the colored sheets is 25¢ per square 
foot added to cost of base sheet. Retail 
markup on cost is 20%. They are avail- 
able direct from maker. They are pri- 
marily items for architect specification 
and contractor use. Dealer sales aids in- 
clude samples and literature. Write 
Keasbey & Mattison Co., Dept. AL, 
Butler Ave., Ambler, Penna. 
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Counter Surfacing to Color 
Match Vinyl Flooring 


Called the Supreme series in Counter 
Corlon, a new vinyl countertop material 
is durable, stain-resistant and exception- 
ally flexible. It’s ideal for use as wall 
covering, table-top covering and shelf 
lining, as well as countertop covering. 

Counter Corlon Supreme is easy to 
work with and may be coved from 
counter to backsplash in one piece, 
without seams. It has crystal-like gran- 
ules of color with pinpoint metallic ac- 
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cents. Four patterns are available: beige, 
white, green and mother of pearl. These 
colors are coordinated to match certain 
patterns in Armstrong’s Futuresq Su- 
preme Vinyl Corlon flooring. 

Market data. Counter Corlon Su- 
preme is produced in sheets 30”, 42” and 
6’ wide. Suggested retail price of Counter 
Corlon ranges from 55¢ to 75¢ per 
square foot installed. It now is available 
from 169 wholesalers. Numerous sales 
aids are available to dealers. Armstrong 
Cork Co., Dept. AL, Lancaster, Penna. 
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Precision Aluminum 
Rules Announced 


New profiled aluminum Loc-Rules 
have perfectly straight, smooth undercut 
edges, non-reflecting markings and 
chrome-like finishes. Free with first pur- 
chase is a self-servicing floor merchan- 
diser containing six Loc-Rules of each 
length, 24”, 30”, 36”, 48”, 60” and 72”; 
six T-Square attachments and six Hook 
attachments. Both attachments fit every 
Loc-Rule regardless of length and fasten 
left and right-hand. 

Market data. List price of Loc-Rule 
is less than $2 per foot. Dealer's discount 
is 40%. Each item is individually seal- 
packaged in clear polyethylene for easy 
customer selection. Loc-Rule Div., Kay- 
Ess, Inc., Dept. AL, 8 North St., Dan- 
bury, Conn. 
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Blacktop Sealer bs . +.» from airplane hangar door equipment to vanishing 


Careysealer, a new as- ‘ door hardware, R-W offérs literally hundreds of top- 
phalt coating product, is , ; quality standard and specialty hardware products. Some 
ready for application straight DiS i” you will want to stock because of their fast turn-over . . . 
from the container. It is ideal Rai Sas 4 others you will want to buy only on special customer 
for do-it-yourselfers since no : 5 xf requests. In either case, your R-W Hardware Catalog 
messy Mixing 1S required. It al {has offers you a complete line of "profit-plus” hardwore 
provides a hard, rugged sur- (sell ef ‘alti : nat id doll 
face and extends the useful fi ‘ faz. pene ties ... mone that could earn you many dollars 
service life of an asphalt ¢ ; of “added-profits” each year. 


pecomes by oy ges e e 
ene. | ae : Richards-Wilcox 


face. Write to The Philip 

Carey Mfg. Co., Dept. AL, 

320 S. Wayne Ave., Cincin- 

nati 15, Ohio. Write today for your 

Circle No. 219 on Handy Cover Card free copy of Catalog 
(continued on page 96) No. A-400. 





MANUFACTURING COMPANY 
A HANGER FOR ANY DOOR THAT SLIDES 
226 W. THIRD ST.* AURORA, ILL. * Branches in all Principal Cities 
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NEW PRODUCTS 


(begins on page 92) 





Music System Pipes Sound 
Through Furnace Ducts 

A new unit, called Register-Music, 
provides a background music system 
that everyone can afford. It consists of 
a compact device, trade-named a Trans- 
ducer, which may be installed in less 
than 12 minutes. The device, which at- 
taches to any furnace plenum or dome, 
channels music through the furnace 
ductwork and out of the hot air regis- 
ters in every room. 

Market data. Register-Music has a 
suggested retail price of $39.95. It is an 
ideal item for both do-it-yourself and 
contractor sales. Sample unit may be 
ordered for $19.95 and also returned for 
complete refund. Catalog sheet is avail- 
able. Write to The Maier Co., Dept. AL, 


Wellington, Ohio 
Circle No. 220 on Handy Cover Card 


Has New Series of 
Medicine Cabinets 

A new 36 series of medicine cabinets 
now makes it possible to use the basic 
construction of Grote’s 26 series in 
round-cornered installations as well as 
square corners, it is said. 

Cabinets in the new 36 series have a 
continuous piano-type door hinge, plated 
flat bar doorstop, bullet-type door catch, 
rubber door bumpers, two adjustable 
bulb-edge glass shelves and razor blade 
disposal slot. Plate mirrors have electro- 
lytic copper coating to protect silvering 
and are guaranteed five years against 
silver spoilage. 

Market data. The new 36 series is 
budget priced, says maker. Write to The 
a Mfg. Co., Dept. AL, Madison, Termite, Lawn Insect and 
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X-Termite, a new field-tested termite 
liquid control, is an emulsifiable con- 
centrate. It will not wash out, says maker. 
User merely follows easy instructions 
marked on label. A gallon size will ef- 
fectively termite proof an average five- 
room home for over five years when 
used as directed, it is said. It’s easily ap- 
plied with an ordinary sprinkling can or 
small pressure sprayer and requires no 
digging or trenching. It also may be used 
to control outdoor lawn and household 
insects. 

Market data. X-Termite is available 
in both quart and gallon sizes. It is an 
ideal item for sale to do-it-yourselfers. 
For further details, write to Van E. 
Chemicals, Dept. AL, Box 127, Alton, 
Hl. 
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Carey Styletex 

The new textured siding 
with special Polymer Plastic 
finish. Regular and clapboard 
styles in many lovely colors. 


Bis 


Carey Ceramo 

The Royalty of Exterior Siding, 
in traditional smooth clapboard, 
“Shadow-Textured” striated 
clapboard or wood-grained 
sidewall shingles—wide selection 
of rich colors. 


Coverall Board 

Extensively applied in farm building construction 
and for many utility-type structures where 
economical large panels can be used with a 
minimum of cutting, and without painting. 
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Loctrac In cow Colors 


Loctrac, a_ self-lubricating material 
that prevents sliding cabinet doors from 
jumping its track and still provides a 
free sliding surface, now is available in 
five colors. Originally manufactured in 
neutral brown, it now is available in 
blonde, gray, black or white to match the 
color of various wood finishes. 

User simply unwinds Loctrac from its 
self-dispensing package, cuts it to de- 
sired length and then installs it. When 
used as companion hardware with Nyl- 
slide No. 224, the latter snaps onto 


Loctrac easily and securely allowing a 
free sliding surface. 

Market data. Loctrac in its new colors 
can be purchased in 100’ coils, con- 
veniently packaged in self-dispensing car- 
tons. Special colors can be supplied to 
meet specific production requirements. 
Hardware Designers, Inc., Dept. AL, 
P. O. Box 4, South Hackensack, N. J. 

Circle No. 223 on Handy Cover Card 


Built-In Barbecues for Kitchens, 
Family Rooms and Breezeways 


A new built-in barbecue is fully in- 
sulated for installation in standard cab- 
inets. It drops into a 19%” x 19%” cut- 
out. 

The unit is functionally designed in 
anodized aluminum and stainless steel. 
Two electric heating elements give even 
heat distribution to outer corners. Both 
elements may be raised or lowered for 
correct grilling temperatures. Two-piece 
grids are channeled and slanted so that 


melted fat flows away from the heat 
through a built-in grease funnel to re- 
movable, anodized aluminum grease con- 
tainer. 

Another new built-in barbecue weath- 
erproof charcoal model for installation 
in masonry on patios also is announced. 

Market data. Model 4000 built-in elec- 
tric barbecue has a list price of $129.95; 
built-in charcoal barbecue model 4010 is 
listed at $59.95. A new model 4020 ro- 
tisserie attachment includes motor, skew- 
er and anodized aluminum cover. It is 
listed at $34.95. It plugs into built-in 
outlet in barbecue. The built-in barbecue 
models and rotisserie attachment are 
ideal items for both contractor and con- 
sumer sales. NuTone, Inc., Dept. AL, 
Madison & Red Bank Roads, Cincinnati 
27, Ohio. 
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Ah-h-hh.. Something New Again 
Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 





Careybesto-Bord 

A highly workable panel 
made especially for residential 
building, and for finishing 











_— 
Carey combines the oo lel and durability of 
asbestos-cement with interesting shapes and tex- 


tures ... flexibility . . . rich color . . . to form 
attractive and highly desirable products for build- 
ing and remodeling. Know them—use them— 
they’]] mean more sales for you! 

Write Dept. AL-1060 for complete infor- 
mation on any or all of these fine Carey asbes- 
tos-cement products. 


Careystone Corrugated and 
Flat Industrial A/C Board 
Widely used in industrial construction, 
indoors and out—gaining popularity 

in many areas of residential building 

and remodeling. 
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new SALES AIDS 


New Film, ‘‘Siding Sense,”’ 
Available from Western Pine 
Properties, uses, design and beauty of 
wood siding are depicted in a new 16 
mm. color-sound movie, entitled “Siding 
Sense.” Basic theme of the 14-minute 
film is the use of wood siding in mod- 
ern design and construction. Outstand- 
ing installations in both conventional 
and functional-modern design are pic- 
tured. Also included is a picture report 
of existing 19th century residences, 
which shows wood siding’s durability. 
“Siding Sense” is the newest film in 
Western Pine’s library, which contains 


two award-winning movies, “The Bounty 
of the Forest” and “Operation Attic.” 
All three are available free of charge; 
only cost is the return postage. For 
synopsis of any or all films or for speci- 
fic bookings, write Western Pine Asso- 
ciation, Dept. AL, 510 Yeon Bidg., 
Portland 4, Ore. 
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Gypsum Wallboard Rack 


An 1t” x 20” wrought-iron rack hold- 
ing 14 different Bestwall Gypsum Wall- 
boards is printed in an eye-catching 
red, white and blue. Each transparent 
plastic-wrapped board, 84%” x 11”, is 
clearly identified, giving construction 
uses and product advantages. Literature 
further describing the products may be 
inserted in a center holder. 


A standard package includes: %” 





call Tasea for 


WEST 
COAST 


(Qual ly 


(patrolled 


LUMBER 


TARTER, WEBSTER & JOHNSON 


square-edge gypsum board, 2” tapered 
edge gypsum board, %” tapered edge 
gypsum board firestop, 42” firestop back- 
er, ¥%” firestop and Bestwall’s wood- 
grained line. Insulation and perforated 
lath and other board samples are avail- 
able. Write to Bestwall Gypsum Co., 
Dept. AL, 120 E. Lancaster Ave., Ard- 
more, Penna. 
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ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine 
Shop and Selects 


Sugar and Ponderosa Pine 


Boards 

VY Douglas and White Fir 
Shop and Selects 

- Douglas and White Fir 
Dimension and Boards 

incense Cedar Boards 

Redwood Commons and 
Selects 

+ Ponderosa Pine and Fir 
Mouldings 

V Readymade Fence 


TW&J sawmills manufacture lumber products 
from six Western Woods. To give the trade 
complete one-call service on all West Coast 
lumber products TW&J have buying offices 
in producing areas to handle the cut of 
additional major Pacific Coast sawmills. 


1960 is TW&J’s 50th YEAR in the LUMBER BUSINESS 


Toe Thnren.Wenstrern & Jonnson, Ive. 
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Electrical Treasure Chest 


An Eagle counter unit dispenses 
everyday electrical merchandise in a 
space only 21” wide x 28” high x 12” 
deep. The assortment contains 257 units 
comprising 24 types of fast turnover 
electrical household items. 

Colorful free metal merchandiser in- 
vites self-selection by customers. Eagle 
Electric Mfg. Co., Dept. AL, 23-10 
Bridge Plaza South, Long Island City 1, 
N. Y. 
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Puts Flooring Samples in Kit 


Wood-Mosaic now has available a deal- 
er display kit especially designed for 
more compact and convenient presenta- 
tion. The kit contains actual samples of 
the firm’s hardwood flooring in oak, 
maple, walnut and cherry, which may 


October 10, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





be mixed or matched for illustrative 
purposes. 

The new kit with its handy handle 
also fills a dual need as a salesman’s 
sample box or shipping container. Wood- 
Mosaic Corp., Parkay Div., Dept. AL, 
ee Crittenden Drive, Louisville 9, 

y. 
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Lets a Customer See How 
Finished Floor Will Look 


A floor tile display enables a custom- 
er to design his own floor pattern and 
also to visualize the finished floor. 
Called the Ruberoid Floor Tile Mirror 
Display, the 32” x 22” plastic unit con- 
tains a mirror, which doubles the visual 
impression given by 30 sample tiles 
placed on a 12%” x 15%” center deck. 
Surrounding the deck are 44 compart- 
ments holding 880 samples of 44 differ- 
ent styles and colors of Ruberoid vinyl- 
asbestos or 440 samples of asphalt tiles. 

The counter unit is attractively 
colored in gray, green and white. Write 
to The Ruberoid Co., Dept. AL, 500 
Fifth Ave., New York 36, N. Y. 
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Folders Sell Wolmanized 
Pressure-Treated Lumber 


A series of folders detail the advan- 
tages of Wolmanized pressure-treated 
lumber, which is chemically protected 
against termites and decay. Liberal il- 
lustrations show areas in a house or 
building most susceptible to attack by 
these unseen enemies. 

How termites and decay work to 
weaken wooden members to the point of 
collapse is fully explained. The process 
of pressure-treating the lumber with 
Wolman salts also is described. 

Dealers may obtain copies of the fold- 
ers by writing to Wolman Preservative 
Dept. AL, Koppers Co., Inc., 750 Kop- 
pers Bidg., Pittsburgh 19, Penna. 
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AW L. 


PRODUCTS 


A COMPLETE LINE OF ANCHORING AND DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY. 


Rawiplugs Saber-Tooth Multi-Calks Calk-Ins 


THIS COMPLETE LINE LETS YOU FILL THE BILL 


Raw!-Drives Hammer-Sets Scru-Leads Lag-Shields 


FOR WHATEVER YOUR CUSTOMERS NEED FOR 


5 


Fast spiral and deep flute 
carbide drills 


FASTENING TO OR DRILLING IN MASONRY 


Spring-Wings M/T-R/T and T/S-S/T forged drills 


J. E. BURKE—Marketing Manager 
THE RAWLPLUG COMPANY, INC. ® 


242 Petersville Road, New Rochelle, N. Y. 


Please tell me more about your full line of masonry anchoring products 


{ REDO Fin icetae SE EN LEC OM oe Tee Se 


(company) — 


(address) - 


ore e eee ee ee ee 
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—Special Offers— 





Forged Iron Bracket 


Hardware Assortment 

A new assortment of forged iron brac- 
ket hardware is designed to add a dis- 
tinctive touch to knickknack shelves, 
hanging flower pots or residential name 
and number signs. Designated assortment 
No. 24, it includes two pairs of brackets, 
4” x 3”; three pairs, 6” x 4%”; five 
pairs, 8” x 6”; and three pairs of a new 
larger 10” x 742” size. Each pair is sep- 
arately packaged in a printed box com- 
plete with screws and special clips for 
use with glass shelves. 

When ordered in a dull black finish, as- 
sortment costs a dealer $19.95. Total re- 


tail value of the assortment is $34.95, 
giving a dealer a markup on cost of 75% 
or $14.80. If ordered in an Olde Copper 
finish, its cost to dealers is $23.95. Total 
retail value is $40.55, permitting a dealer 
a markup on cost of 66% or $16.60. 
Provided free, with each assortment 
purchased is a bracket display panel for 
dealers. McKinney Mfg. Co., Dept. AL, 
1715 Liverpool St., Pittsburgh 33, Penna. 
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Tilting Arbor Saw and Dust 
Collector Are Delta Specials 


One of two fall specials announced by 
Delta is a 9” tilting arbor saw, complete 
with stand, at a suggested retail price of 
$122.90. This provides a customer with 
a cash saving of $22.05. 

A second special is a new dust collector 
said to provide the capacity of an indus- 
trial dust collection system plus the con- 
venience of a heavy-duty vacuum cleaner 


for basement, garage or attic. The new 
tool has a suggested retail price of 
$49.95, $10 less than the regular list 
price. Total savings to a cutomer who 
buys both specials add up to $51, con- 
sidering the higher price of the old dust 
collector and the price reductions in the 
special promotions. Delta is offering the 
specials until Dec. 31. Prices are slightly 
higher in the west. 

Dealer sales aids include national ad- 
vertising plus free selling tools. Delta 
Power Tool Div., Rockwell Mfg. Co., 
Dept. AL, 477 N. Lexington Ave., Pitts- 
burgh 8, Penna. 
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Fastest Dealer Service 


Special arrangements will speed your 
inquiry to the manufacturers. See the 
back cover for the first really conven- 
ient card for one-stop shopping. 





& 


Only when you see this label 
printed on the carton, or placed 
under the bandstick .. . can you 
be certain of No. 1 quality 
machine-grooved shakes. Ask 
for, look for, specify, quality- 
inspected Certigroove cedar 
shakes. They’re guaranteed! 


RED CEDAR SHINGLE BUREAU 


5510 White Bldg., Seattle 1, Washington 
550 Burrard Street, Vancouver 1, B.C. 


CERTIGROOVE 
CEDAR SHAKES 


| numeer@ ® crave 
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COMMON NAIL 


Here, magnified for clarity, is a 
cross-section of lumber into which 





RING-LOK NAIL 


This cross-section shows how the 
fibers have locked themselves into the wood 


2, ae ep ae 


Patho 


GRIP-SCREW NAIL 

Here the nail virtually wraps the 
fibers around its thread-like 
shank in the downward direction in 


an ordinary common nail has been 
gabe driven. Note the fibers have 
yeen pushed away, leaving only fric- 
tion to hold the nail in place. 


grooves between the rings on the 
Ring-Lok shank, bringing strength to 
bear against any tendency of the nail 
to work up or loosen. 


which the nail was driven. Thus any 
tendency of the nail to work upward 
is stoutly resisted by the fibers. 


See how Ring-Lok and Grip-Screw 
tie into the wood 


Ring-Lok and Grip-Screw nails should certainly be included 
in your fastener stocks. The use of these nails is growing 
by leaps and bounds, and contractors, carpenters and build- 


ers are learning that they are actually more practical to use. 


Though costing more per pound initially, fewer are needed 


per square foot of area to be fastened. 
Made from high-quality Bethlehem wire, these wonderful 


new nails drive readily and stay driven for keeps. 


for Strength 
... Economy 
... Versatility 


BETHLEHEM STEEL ( 
ees ie 
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Bethlehem Ring-Lok and Grip-Screw Nails are available 
in the popular styles including drywall, flooring, underlay, 
and pallet. Packed in handy 50-Ib cartons for easy stocking 
and distributing around the jobsite. Write your nearest 


Bethlehem office for full details. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Stee! Export Corporation 








Rake 
it in 
with Du Pont 
paints 


Here is Du Pont’s big, ten-pronged 
MONEY RAKE for 1961! Look how it 


can pull in more paint business 
tor you—and pile up extra profits! 
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NEW “‘LUCITE’’® Acrylic House Paint, the greatest 
development in exterior finishes in a generation. A 
high-profit paint that is taking hold fast! 


NEW COLORS for the new decade! Hundreds of 
fresh, style-setting shades! Matching colors in flats, 
enamels and rubber-base paints. 


COLOR MASTER—Du Pont’s new color mixing ma- 
chine! Accurate! Simple! Compact! Inexpensive! Gives 
you unlimited colors, 50% saving on colorant costs! 


IDEA CENTER. Colors! Ideas! How-to-do-it informa- 
tion. Library of decorating books. All contained in 
modern, compact floor unit. Helps to make your 
store decorating headquarters. 


ADVERTISING. Du Pont “Show of the Month” on 
TV. Gorgeous color ads in Reader's Digest, Saturday 
Evening Post, etc. Hard-hitting newspaper campaign! 
Radio and TV spots. 





COLOR BOOK—new 48-page decorating book for 
mailing! Imprint on cover marks your store as No. 1 
source for new ideas, new colors, new paints. Puts 
you in the big leagues. 


SALES AIDS. Year-round display programs! Com- 
plete promotion packages! Co-op advertising! Clerk 
training! Expert help in. store layout, financial man- 
agement, technical service! 


INDEPENDENT DEALER POLICY. When you sell 
the Du Pont line of paints, you don’t have to worry 
about competition from company-owned retail outlets. 


STARTER PLAN. Du Pont will get you started with 
display signs, special advertising, in-store demon- 
strations, imprinted decorating books. 


DU PONT RESEARCH means more profit oppor- 
tunities for you—through remarkable new paint prod- 
ucts (such as ‘‘Lucite’’) and high standards of quality. 


UTD Paints 


REG. y, 5, paT. OFF. 


Better Things for Better Living .. . through Chemistry 


{ 
| 
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Put DuPont's MONEY RAKE to work for you! 


Mark and mail the coupon for complete details! 


E. |. du Pont de Nemours & Co. (Inc.) 
Finishes Division, Dept. AL-610 
Wilmington 98, Del. 


I'm interested ...please send me the details 
on Du Pont’s paint line for 1961! 








Store name 





Address_ 
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Prefit Door Machine 
At New Lower Cost 

A new semi-automatic machine for 
mass production of prefitted door and 
side jamb units is claimed to be the least 
expensive piece of equipment of its 
kind. It handles mortising of door and 
jamb for either two or three 342” hinge 
butts, routing of jamb for strike plate 
and latch bolt and drilling door for both 
lock and lock piston. 

Doorcraft accommodates any 1-4” 6-8 
door with matching jambs from 1-0 to 


3-0. It requires only one semi-skilled 
operator, maker says. The machine is 
equipped with a I-hp., 110-220 v. single- 
phase motor which drives automatic 
lock and lock piston drills. It is also 
fitted with an automatic air-powered 
mechanism for raising and lowering door 
to and from jig table, automatic air-pow- 
ered positioning clamps for door and 
jambs and hand router. 

Priced at $2,995 f.o.b. Ft. Worth, 
Doorcraft is $200 to $600 below the 
cost of any comparable machine, produc- 
er claims. Term financing, lease and 
trial-demonstration plans are available 
from TAB Corp., Dept. A.L., Box 562, 
Ft. Worth, Tex. 
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Puts You in Truss Business 


The Hercules hot-dipped galvanized 
steel plate shown above is produced for 
every truss design—three-hinged arch, 


scissors, monpitch, bowstring, fink, gird- 
er truss, cambered fink, flat girder or 
flat truss, hip, attic, cambered kingpost, 
shed, kingpost or inverted. 

Manufacturer helps dealer set up 
truss fabrication shop, consults on cus- 
tom jobs. More than 65 dealers and 
specialists are now making trusses with 
the Hercules plate, producer reports. 

International Truss Plate Corp., Dept. 


A.L., Ft. Lauderdale, Fla. 
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Model G-2 Moisture Detector 


New Model G-2 Moisture Detector is 
especially designed to test moisture in all 
materials used in building construction. 
It measures moisture content of wood 
and indicates when plaster and other 
masonry materials are sufficiently dry 
for painting or other types of decora- 
tion. It tests concrete floors for the ap- 
plication of linoleum or floor tile. Fram- 
ing lumber, floor and interior trim also 
may be checked with the Model G-2. 

Market data. You can use or sell Mod- 
el G-2 Moisture Detector. It’s primarily 
designed for use by contractors and archi- 
tects. Delmhorst Instrument Co., Dept. 
AL, 660 Cedar St., Boonton, N. J. 

Circle No. 235 on Handy Cover Card 





YOU CA 
GET 


Hi-HEMLOCK® 
TIMBERS 


also 
End-Matched Factory Flooring 
Teco-Tested Plywood Sheathing 
Beveled Siding 
Lumber for any building need 


Order the big stuff from 
Willamette for straight or mixed 
Hi-Hemlock timber has 
long fibers and straight grain, is excellent 
for rugged construction and lasting sta- 
bility. Timbers available in standard and 
specified sizes. Whatever your lumber 
need you can always get it at Willamette. 


4, Ab 
We) Ay 4 ni, WILLAMETTE VALLEY LUMBER CO. 


WILLAMETTE NATIONAL LUMBER CO. 
Dallas, Oregon « MAyfair 3-2351 * TWX 80-U 
Member West Coast Lumbermen's Association 


car shipment. 
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~ SALI 


ME she commer 





nals is eae has it! 


No. 74 
Assortment 


THE DISPLAY 


THAT COMBINES ALL PERMANENT 
ABRASIVES FOR HAND SANDING 


@ FREE counter-pegboard combination display. 


@ Steel sandpaper and tungsten carbide sheets. Fine, 
medium and coarse. 


@ Patented trigger release holder. 
@ All items available in open stock. 
@ Full 40% dealer profit. 


Write for illustrated catalog. 


HOWARD HARDWARE PRODUCTS, INC. 


@ Quality-made in U.S.A. 


Newark 8, New Jersey 


Sore E BRE * ae eS Par Dae mesocomesgets a ye ite ser es 4 
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PRODUCE A FINISHED 


TRUSS 


ALWAYS SELL GENUINE 


a 07 4 ie zy 


SCREW ANCHORS and JACK NUTS 


ro 7 


a | 


/ ats} 
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Follow Art Hood’s ‘‘Management”’ 
Series in Each Issue of A.L. 


e NO HAND-NAILING Fabricate up to three trusses every 
. Bee cond ouee . minute! Think of it! Perk up your 
* LESS MAN-POWER Profits with a GANG-NAILS 
’ ° franchise.* WRITE TODAY FOR 
You'll learn GREATER RIGIDITY 

© NO REJECTS FULL INFORMATION. 
the way to... 





*ONLY $3,475 PUTS YOU IN BUSINESS 





nes ites GANG- NAIL SALES Cco., INC. 


7525 N. W. 37th Avenue Miami 47, Florida 
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Designed for use by Dealers and 
- Contractors, this new iliustrated publication 
‘lists the entire range of Carborundum's 
abrasive prc ucts for heavy and light 
tion. Also incl uded ‘is valuable 


THE CARBORUNDUM COMPANY 
P.O. Box 447, Dept. A, Niagara Falls, N. Y. 


Gentlemen: | would like a copy of “Abrasive Products 
for the Construction Trades” 


Name 





Company. 





Address___ = me 





hak ECL” pao 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time—30c per word for each insertion. 
Minimum charge of $1.50 per line. 





SITUATIONS WANTED 











Sales or retail lumber yard manager. Large 
yard experience and 6 years selling a 
wholesaler of lumber, pyweed. carloads, and 
building materials. Good references available 
at once. Box N-56 American Lum- 
berman & Building Products Merchandiser 
Merchandiser. 





RAILS WANTED 











3 Times—25c¢ per word for each 
insertion. Minimum charge of $1. 25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Ill. 
Phone Fi 6-7788 





HELP WANTED 








Assistant Manager: Good opportunity for 
agressive man in Midwest area. Give full 
a Also manager opportunity for 
qualified person. Address: Rock Island Lum- 
ber Company, W-2481 First National Bank 
Building, St. Paul 1, Minnesota. 





Salesmen: Leading line yard has opening 
for salesmen in remodeling and retail sales. 
Midwest area. Good opportunity for ad- 
vancement. State age, Sbecation, ge 4 
and salary expected. Address Box N-57 
American Lumberman & Building Products 
Merchandiser. 





SALES REPRESENTATIVE 
WANTED 











Nationally known manufacturer of complete 
line of QUALITY BUILT aluminum home 
improvement products has a few desirable 
openings for representatives who now call 
on lumber dealers, building supply houses, 
hardware stores, department and chain 
stores. Items in line competitively priced. 
Can be carried as side line. Fast growing or- 
ganization, we supply meg Ye sales aids 
and literature. Deliveries L. 4 our fleet of 
tractor trailers. Write immediately, supply- 
ing complete information, including present 
lines carried to Mr. Theodore, Aristo Mfg., 
Inc., Cincinnati 41, Ohio. 





Need Manufacturers’ Representatives calling 
on building supply trade and architects for 
new low-cost, fully automatic dumb waiter. 
Easily installed by builder in any multi- 
level home. Exclusive territories. Send com- 
plete resume to Gulledge Manufacturing Co., 
Box 6336, Greensboro, N.C. 





RAILS: New and oa Rouss, and as 
1000 Good Serviceable Ki 


M. K. FRANK, 480 
York 17. 400 Park Bidg., 


ittsburgh 22, Pa. 





BUSINESS WANTED 











Will consider ns atenines retail lum- 
ber yard in Ohio. Has your 
lumber business tS sufficient profit 
to pay for the invested capital and work? If 
not and you desire to e write Box N-39 
American Lumberman & Building Products 
Merchandiser. 





WANTED TO LEASE OR BUY 


Retail lumber buildin rag yeree in 
Tennessee, Virginia, irgin: Ken- 
tucky, Maryland, Porn Pennsylvania, 
and Ohio. 


We are ready to deal immediately and can 
arrange tax-shielded terms. 20,000 sq. ft. of 
stor required. We are AAA-1 long es- 
tablished company. 


Address replies in confidence to: Box N-55 
American Lumberman & Building Products 
Merchandiser. » 





BUSINESS FOR SALE 











For Sale: 


Well established Retail Lumber & Building 
ty in Weslern in fastest ae poowns ing communi- 
> in Western Connecticu Aporoctnately 3 


hardware store with 4 room 
apt Bowe poets. ge 
near or “shopp “conte neg 
way n rT. Pp 
Fwy N-. American Lumberman iy 
Buliding 1 Products Merchandiser. 





MISCELLANEOUS FOR SALE 











CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





For Pennies! 4 cars 6’ used oak stacking 
sticks 4¢ ea. 
Please phone or wire your order. 


Gaiennie Lumber, Shreveport, La. 





SITUATION WANTED 








MACHINERY WANTED 











SITUATION WANTED 
Supervisory: Have lumber ex mange. and 
education. H. F. Maturen, Lis , Oo 
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Used Coal car unloader—Contact P 
Lumber, Inc. Mancock, Wiseonin 








Appalachian Hardwoods are recognized 
everywhere for their fine natural qual 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con 


sult them on your next requirements. 





*Hamer Lumber Sales, Inc., Kenova, W. Vo. 
Exclusive Soles Agents for 
J. P. Hamer Lbr. Co., Inc., Kenove, W. Vo. 
Veomer Lor. Corp., Appalachia, Ve. 
M ‘ers Appalachian Hardwood Lumber 











Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Ook, Walnut, Poplar, Basswoed, 

Beech, Cherry, Mahogany and Laven Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Oak and Maple Strips and Laminated Block and 
Special Pattern Flooring. 





* Member Appalachian Hardwoods 


Manufacturers, Inc. 





always specify 


APPALACHIAN HARDWOODS 
Circle No. 69 on Handy Cover Card 
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“Have you Overlooked This?”’ 


The follow: manufacturers were carried 
“94 Ag fms of American Lumber- 

Fy are again listed with their 
= numbers for your convenience. Use 
the Handy Cover for more information. 


=~ 


American Hardboard Assn. ............- 169 
Delivers PLUS VALUES “in quality, serv- 
ice, and support. Write for a free copy 

of the complete ‘‘Plus Value” story. 


Arrow Fastener Co., ‘ 
Circle No. 179 on “handy ee ae “ecard to get 
information on 


rising Program. ‘na Rees Deak 


Co. 
Special troductory offer on 
Floor Grip”; order 12—pay for 11. 


165 
new “‘Elmer’s Epoxy Glue” for 
bonding non-porous surfaces. 


Carborundum Co. 163 
Free booklet Sone Asanve Products 
for the Construction Trades 


Columbia Mills, Inc. 167 
Write for information on “Columbia-matic” 
fabric doors. 


Formica Corp. 176 
Get free copy of the Formica catalog of 
merchandising materials. 


Hines Lumber Co., Edward 
Information and samples of Aliwood AL 
weather Siding and Allwood Decorative 
Hardboard offered. 


Insular Lumber Sales Corp. ............ 189 

Offers free the all new illustrated catalo; 

of the entire “Ilco” line, with specia 
emphasis on moldings. 


Marlite Div. of Masonite Corp. ......... 158 

Find out about the money-making gp 

tial of Marlite Random Plank in six 
exclusive ‘““‘Trendwood” finishes. 


Masonite Corp. 168 

Masonite “‘Plus-Value"’ Hardboards—get in- 

formation on product lines, promotion, 
pricing, delivery and service. 


National Cash Register Co. .............. 157 
Use handy cover card to get information 
and a demonstration of the bp nom 
Deluxe Adding Machine with “L 
keyboard. 


Parker Hardware Mfg. C RRS 183 
Offers — lists and tres “hardware cata- 
log including a complete line of chrome 

or brass hang rods and fittings. 


Phifer Wire Products 193 
Free display board of Phifer aluminum 
nails offered. 


Co. 
Write for catalo; 
Roll-Off truck 


sy prices on the it: . 


Staley Paint Mfg. Co. 
To learn about “Dulshene-Swade” 
—= primer, use handy back cover 
ca 


Twin-Tilt Truck Co. 166 

Get complete details and prices on Twin- 

Tilt trucks with extra safety feature, 
“Swingard.” 


Universal Atlas Tyment, 
Div. of U. S. Stee! 
Write for iohermetian about — White 
Portland cement available regular, 
air-entraining, and tenn SF types. 


West Coast Lumbermen’s Assn. 186 
Informative booklet—“Where to Use Util- 
ity Grade West Coast Lumber”—offered. 


Woecman. Come Corrugating C 
e story Pong Whgeling's | Sijper 
HL, A, made of 


sel oar Sai ll 


COAKHALLLOOARNAL NLOALAARSOGL EDAD RHEE ESA 


ACG Power Products Div 
erican Chain & my ‘Co. Inc. 
ites Paints, Inc. 


& Cable Ss Inc., 
ACCO Power Products Div 
American oe & Wire, 
Div. U. teel 


eee devs 
orks, Inc. 


Duo-Fas 
du Pont ~ Nemours & Co., Inc., E. I. 102-103' 


Evans Products Co. 


Fastener Corporation 
Flintkote Co., The 
Friden, Inc. 


Gang-Nail Sales Co., Inc. 
Georgia-Pacific 


Hamer Lbr. Sales, Inc. .. 

Hertz Truck Lease Service 
Homasote Company 

Howard Hardware Products, Inc. 


Insulite Div., 
Minnesota & Ontario Paper Co 


Kaiser Aluminum & 
Chemical Sales, Inc. .. 
y and Mattison Co. 
Keystone Steel & Wire Co. 

Kordite Corporation 


Lumbermens Mutual Casualty Co. ...... 


Ma Co. 
Minnesota Mining and Mfg. Co. 
Minnesota Paints, Inc 
Molly Corporation 


National Manufacturing Co. 


Osmose Wood Preserving Co. 
POMEL: cA us ccs unbasinonadnesenss 70 


Pacific Lbr. Co., The 
Pickering Lbr. Corp. 
Pierce & Stevens Chemical Corp. ........ 73 
Pittsburgh Plate Glass Co. .............. 3 
Ponderosa Pine Woodwork 4 


Rawiplug Co. Inc., 
Red Shingle ll 

Richards-Wilcox Mfg. ‘ 

Ruberoid Co., The 


Symons 


Tarter, Webster & Johnson, Inc. 
Tennessee Coal & Iron Div. 
Trinity White Cement 


U. S. Gyps' 
. e Steel Corp 
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ley Co., 


INDEX 


VALE LEE 


Vancouver Plywood Company 


wager Mfg. Co. ... 
sere Inc. 


Wes m Pine Assn. 
Willamette National Lumber Co 1 
Willamette Valley Lumber Co. ....... 
Wood Company, John . 
Wood-Mosaic orp. eters 
Wood Preserving Div.., 
International Paper Co 


Yard-Man, Inc. 


Medalist Division 
Opens 6th Warehouse 


CLEVELAND, On10—Sixth warehouse 
to provide a_ direct-to-dealer serv- 
ice for Medalist hardware has been 
opened at 4765 E. 13ist St. by the 
Medalist Hardware Div., National 
Lock Co., Rockford, Ill. 

The other five. Medalist warehouses 
are located in Indianapolis, Minneapo- 
lis, Baltimore, Fort Worth, Tex. and 
Rockford. 


Michigan Wholesalers Merge 


GRAND Rapips, MicH.—Porter Had- 
local building materials 
wholesaler, has purchased Royal Oak 
(Mich.) Wholesale Co. for $2 million. 
Together the firms will serve 1,500 
millwork and retail building materials 
dealers for combined sales of $8 to 
$10 million annually. 








SYMONS 
Steel Stake 


Pullout hole 
for easy 
removal 


Cau Be 
Reused 
indefinitely 


Easily secured 
to lumber-— 
can be nailed 
every 1” 0.C 


**1"" beam design 
drives easier, 
holds best 


Drives easily into 
hard earth. Can be 
used for practically 
any type of stake 
work. This popular 
and profitable item 
is available in 12”, 
18”, 24”, 30”, 36” 
and 42” sizes. 


= Symons 


SYMONS CLAMP & MFG. CO. 

4267 Diversey Ave., Chicago 39, Ill., Dept, K-O 
Please send complete dealer price information 
on your STEEL STAKE. 


Hi-Carbon 
Alloy Steel 
tough to bend 


pe point 
with minimum 
deflection 





Name. 





Firm 





Address 





- een | 
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SPECIAL EDITORIAL BY ART HOOD 


The Business Issues in the 1960 Campaign 





Under the impact of the intensifying cold war let’s not 
lose sight of the dealers’ stake in the election outcome on 


the domestic front. 
w + * 


It is said quite truthfully that nine out of ten points in 
the Communist party platform of 1928 are now law. 

Free men are being legislated into socialism. 

The 1960 platforms of both our political parties, as 
usual, promise more than they can deliver immediately. 
These promises in the keeping become nothing less than 
more socialism. 

Is this twentieth century trend to socialism inevitable? 
Can it be stopped? 

Enough VOTES will slow it down—even stop it! 

The problem is beyond party. 

Those of us who wish to retard or stop the trend to 
socialism must vote for the individual, regardless of party, 
who is dedicated to the perpetuation of the freedom of 
American Business Enterprise. 


MUL a 


WHAT WE GET IF WE 
PERMIT SOCIALIST-MINDED 
CANDIDATES TO WIN: 


Rapid inflation. 

Rising living costs. 

Unbalanced budget. 

Deficit financing. 

Confiscatory taxes. 

Extravagant, wasteful spending. 
Lowered real income. 

Depreciated insurance policies. 
Devalued savings. 

Endangered private jobs. 
Self-perpetuating incompetency. 
Bureaucratic controls. 

Masses of reports and paper work. 
Price, wage, hour and profit controls. 
Tax on advertising. 

Political control of unions. 

Union control of politicians. 

Taking from workers to pay farmers. 
Taking from farmers to pay the idle. 
Premiums on idleness and improvidence. 
Army-like regimentation. 

Bill of Rights violated. 

Capitulation to Marxist theories. 
Government by men instead of laws. 


And we must vote for such conservative individuals at 
all levels—local, state and national. 

In the past four years more proposals for legislation to 
handicap and curb business enterprise have been placed in 
hoppers than any four years in history. 

The socialists (well, aren't they?) are advocating legis- 
lation to control wages, hours, prices, buying, selling, 
merging, borrowing, loaning, advertising and merchandis- 
ing. 

Retailing, already in a bad way because of steadily de- 
clining profits, is faced with further stifling and insuf- 
ferable regulations unless these proposals are defeated. 

This year, as we do every two years, we are electing a 
new House of Representatives and many Senators. 

It is to be hoped that the newness will consist of men 
and women who will be dedicated to releasing the con- 
structive power of free businessmen instead of binding 


(continued on next page) 


SEU Ue UL Pe FU ee ULE 


WHAT WE CAN EXPECT IF WE 
ELECT TO OFFICE THOSE 
WHO WILL CONSERVE OUR FREEDOMS: 


Hold-the-line on inflation. 
Hold-the-line on living costs. 
Hold-the-line on taxes. 

Sound fiscal practices. 

Increased real income. 

True security, genuine Welfare. 
Ever-better living standards. 

Economy in Government. 

Protected insurance policies and savings. 
Honest dollars—honest Government. 
More and better jobs. 

Unlimited Individual opportunity. 

Less Governmental interference. 

Fewer operating headaches. 

Budget surpluses. 

Management-Labor teamwork. 

Limited and responsible political power. 
Reduced public debt. 

Tested economic and social improvements. 
Our children’s future protected. 
Voluntary cooperation. 

Bill of Rights safeguarded. 

Trust in God. 

Government of, by and for the people. 


ny 
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THE BUSINESS ISSUES 
(begins on page 108) 





them in the shackles of increasing socialism. The adjacent 
box shows the choice for voters. 

It is hoped that every owner or manager reader will 
find in the accompanying list at least one valid reason for 
putting his crosses opposite the names of candidates who 
show not only by their words but by their past deeds that 
they believe in free competitive enterprise 

ut it is not only the employer who should do some 
long thinking about this election. Every employe in a re- 
tail establishment should be aware that the proposed curbs 
on business affect his security and his job. 

Retail profits have been declining for 10 years. Further 
governmental interference and competition with private 
business will worsen the profit situation inevitably. 

No business can operate indefinitely without a profit. 
Retail employment, security, wage increases, bonuses and 
profit-sharing will all go out the window with vanishing 
profits. 

It is time that everyone who works for a living, whether 
executive or staff, should think about these threats to our 
lives and fortunes and place his or her vote where it will 
count for anti-socialism, anti-inflation, perpetuation of free 
enterprise and unrestricted opportunity for individual ad- 
vancement. 


Copyright waived—permission to reprint granted. 





“He must have 
run a classified ad in 
AMERICAN LUMBERMAN!” 


Whether you're looking for a new job... 
a new man to fill an old job . . . want to 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! 


American Lumberman 


59 E. MONROE ST. * CHICAGO 3, ILLINOIS 


Profit Against Cut-Price Competition." 
is enclosed. 





Stete___ 





99 Ways to Sell at a 
Profit Against Cut- 
Price Competition 


Art Hood says ‘‘Here’s a 
book | think you should 
have. It gives you suc- 
cessful answers for when 
the buyer says ‘Your 
price is too high.’ In all, 
this book contains 99 
ways to sell at a profit 

Pa wailane foe OF against cut-price compe- 

Board, American tition. 

Lumbermon Magazine More than 4,000 top 
dealers have paid a total of almost $400,000 to 
get this same kind of information, as part of my 
Lumber Dealer Management Workshops.” 

Tells you how to set up a profitable price struc- 
ture to start with; how to quote price; how to get 
the facts with which to sell him from a buyer; how 
to sell quality over price; what to do about com- 
petition and the recipe for profit and how to 
use it. 

Also, tested selling sentences to convince buy- 
ers that your price is the right price; tested sell- 
ing sentences that sell quality and value and 
tested selling sentences for when the competition 
really gets tough. 


Prices: one copy 50 cents; 2 to 5 copies 45 cents; 
6 to 10—40 cents; 11 to 50—35 cents; 51 to 
100 copies 30 cents each. 

To order simply fill in the coupon below and 
send to address indicated. Your order will be 
sent to you by return mail. 

Note: please enclose money order or check 
with your order—we cannot afford to bill you 
at these low prices. 

Send in your order now! 





AMERICAN LUMBERMAN 
59 East Monroe Street 


Chicago 3, Illinois 


copies of ‘99 Ways to Sell at a 
Money to cover 


Please send me 


ERE NY AREAS OEE Nee Some od 


Compeny ___ 


EET a ara 





City a eee ee 
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It’s almost November, isn’t it? Did you ever think how para- 
doxical life is? The child is taught not to repeat, not to shout, 
not to use abusive language. Then he grows up to be a poli- 
tician. 

a a oe 

One nice thing about money is that the color never clashes 
with any outfit that you’re wearing. 

om 


The etiquette columnist on a newspaper received an anxious 
note from a nineteen year old young lady. “I stayed out until 
two o’clock the other night. My mother objects. Did I do 
wrong?” 

The lady journalist replied, “Try to remember.” 


” om * 


A good golfer has to break 80 but a chorus girl only has to 
bust 36. 

* * + 

October, the month Columbus discovered America. And 
here it is October once again just 468 years later and what, 
in, the name of the Nina, Pinta and Santa Maria have you 
ever discovered, Mr. Lumberman? 

If the answer is nothing let us suggest that you discover 
MAUK merchandise—the greatest source of lumber value in 
the United States. 

+ * + 

Simple Celia suggests the best way to get a job done is to 

give it to a busy man. He'll have his secretary do it. 
* om * 


Funerals are hardly ever scenes of gaiety and this one was 
no exception. The widower was almost inconsolable. At the 
cemetery he came close to collapse with grief. On the way 
home he shook with sobs. “Now, now,” soothed his friend. 
“It really isn’t that bad. I know it’s tough now but in six 
months maybe you'll find another zirl and you get married 
again.” 

The feller turned to him in a rage. “Six months?” he shout- 
ed. “What am I going to do tonight?” 


* *” * 


Do You Know What Dep't: 
Do you know what a pedestrian is? A' guy whose wife beat 
him to the garage. 
Do you know what a bachelor is? A guy who can take 
women or leave them—and usually does both. 
Do you know what a winner is? He who stocks MAUK. 
* ¥ * 


MAUK Seattle Lumber Co. 


Seattle, Washington 


The C. A. MAUK Lumber Co. 


. 





Toledo, Ohio 
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WAGNER 


EXTRA PROFIT MAKERS 


METAL 
SAWHORSE LEGS 


ALL 


No. 259 Saw Horse Legs manufactured of heavy 
gauge galvanized steel. ideal for Sawhorses, 
Tables and Barricades. Furnished in four 
heights, 24”, 30”, 36”, and 42” Patented 
alligator grip. Folds compactly. 


BUILDING BRACKETS 


FOLDING SCAFFOLD 

No. 256. Made of 142” x 142” x 46” angle. 6” support base 
eliminates sway. Projects 40” from building. Held in place 
with spikes or hook bolts. Sway Brace also available. 


LADDER 

No. 257 Adjustable. Made of 
14” x 2” x 2” formed gal- 
vanized angle. Adjusting brace 
yy” x 1%” steel. Safer- 
Attaches to ladder rail. Used 
on right or left hand. Sup- 
ports 12” plank. 


ROOF 
No. 45. Made of 12 gauge galvanized steel. Assembled 
with 4 heavy rivets. For 2 x 6” plank. Inside lip prevents 


‘Tit 


No. 1503 Hanger No. 1639 Hanger No. 1641 Hanger No. 4615 Hanger 


A few types of hangers available for the various types of tracks. Cadmium plated pendant 
bolts. Aprons on small hangers made of galvanized steel. Each pair includes one track 


locking clip and 2 end caps. 
NO. 36 NO. 46 
Fly TRACK Tack 
TRACK 


Wagner tracks made of galvanized steel. Extra strong and rust free. 
Many sizes interchangeable. No. 100 includes lag screws and washers 
for holding track to wall. No. 100 and No. 15 self cleaning. Avail- 


able in 6, 8, and 10 ft. lengths. Goes 


HINGES 


Heavy wrought Steel Hinges. Ne. 133 (left) comes in 4 lengths, 18”, 24”, 30”, 36”. 
No. 852 Pintle Hinge (right) has 10” strap made of 1% by 14%” steel. Pin is 54”. A two 
strap hinge available in either a tight pin or loose pin. 

JOIST SUPPORT 


Studding sockets (right) available in 8 dif- 
ferent sizes from 2 x 4’s to 2 x 10’s, also 
up to 6 x 8's. Made of Heavy Gauge steel 
bot dipped galvanized. 

Joist Supports (left) for single, double, or 
triple joist made of 13 gauge galvanized 


si < e 
steel. Punched re 
STUDDING SOCKETS 


for carriage bolts, 
Many other items available such as Latches, Stake Brackets, Door 


HANGERS AND TRACKS 


nails, lag screws. 


Guides, Bumpers and Binders availabie. Write for our new No. 60 Catalog. 


WAGNER MFG. CO., CEDAR FALLS, IOWA 
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| CARS 


OF FIR LUMBER 


Now order just what you need for 
shipment in one car: Kiln-Dried Uppers: 
Unseasoned and/or Kiln-Dried 
Dimension; timbers; boards; studs. 
Georgia-Pacific can fill your order swiftly. 
This service is as close as your phone: 
Simply call G-P at Portland, Oregon — 
CApital 2-5561. Or, for further 
information, write Georgia-Pacific, 
Department ALBP-1060 

Equitable Building, Portland 4, Oregon. 
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GEORGIA-PACIFIC 


Plywood * Lumber * Redwood * Hardboard ¢ Pulp * Paper * Chemicals 


LA 


- 


See the Georgia-Pacific exhibit in NRLDA Show— 
Booth No. 518 


No. 73 on Handy Cover Card 





Stay Competitive... 
Use This Handy 
Cover Card... 


to get details fast on the latest new products, 
sales aids, equipment and helpful literature. 


Kasiest to use - 


Keep the card folded out as you go through the 
magazine. Circle the numbers on items useful for 
your business. 

Mail the completed card and we will rush the 
inquiry to the manufacturer. No postage is re- 
quired. 


This card good until January 15, 1961 


Advertised Products October 10, 1960 


1 
14 
27 
40 
53 
66 
79 
92 

105 
118 
131 
144 
157 
170 
183 


2 
15 
28 
41 
54 
67 
80 
93 

106 
119 
132 
145 
158 
171 
184 


3 
16 
29 
42 
55 
68 
81 
94 

107 
120 
133 
146 
159 
172 
185 


4 
17 
30 
43 
56 
69 
82 
95 

108 
121 
134 
147 
160 
173 
186 


5 
18 
31 
44 
57 
70 
83 
96 

109 
122 
135 
148 
161 
174 
187 


6 
19 
32 
45 
58 
71 
84 
97 

110 
123 
136 
149 
162 
175 
188 


7 
20 
33 
46 
59 
72 
85 
98 

1 
124 
137 
150 
163 
176 
189 


8 
21 
34 
47 
60 
73 
86 


9 
22 
35 
48 
61 
74 
87 


10 
23 
36 
49 
62 
75 
88 


99 100 101 


112 113 
125 126 
138 139 
151 152 
164 165 
177 178 
190 191 


114 
127 
140 
153 
166 
179 
192 


1 
24 
37 
50 
63 
76 
89 
102 
115 
128 
141 
154 
167 
180 
193 


12 
25 
38 
51 
64 
77 
90 
103 
116 
129 
142 
155 
168 
181 
194 


New Products, Sales Aids, Equipment, 
and Literature 


201 202 203 204 205 206 207 208 209 210 211 212 
214 215 216 217 218 219 220 221 222 223 224 225 
227 228 229 230 231 232 233 234 235 236 237 238 
240 241 242 243 244 245 246 247 248 249 250 251 
253 254 255 256 257 258 259 260 261 262 263 264 





Name __ 
Company _ 
Address 
Ce: 


Dealer ___ __ Wholesaler 











Fold Out for 
New, Free 
Inquiry Card 


Here’s the handiest card yet — 


@ no turning back to find the card as 
you turn the pages. It’s always in 
front of you. 


@ covers both editorial and ads. 


@ just one inquiry brings you the 
latest facts from all manufacturers 


No guessing what’s inside 
with Zion! hardware 


You don’t have to open a shelf full of 
boxes to find a particular item, when you 
sell National hardware. National’s bright 
blue Picto-Graphic cartons and Visual 
Pacs tell your clerks and customers ex- 
actly what’s inside—what item, what 
size, what finish. This is one more reason 
why the swing is to National hardware. 
Decimal packaged, too, for easier inven- 
tory control. 





FIRST CLASS 
Permit No. 777 
CHICAGO, ILL 














mY. 


P.O. BOX 139 
14, 


Write for free catalog. 


No Postage Stamp Necessary 

if Mailed in the United States 

POSTAGE WILL BE PAID BY 
AMERICAN LUMBERMAN 


BUSINESS REPLY CARD 


NEW YORK 











NATIONAL MANUFACTURING CO. 


11010 First Avenue Sterling, Illino.s 


Circle No. 74 on Handy Cover Card 








